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Adler, Nancy J., Richard Brahm and John L. 
Graham 


Strategy Implementation: A Comparison of Face- 
to-Face Negotiations in the People’s Republic of 
China and the United States 


Vol. 13, No. 6, September 1992, 449-466 


Crucial to every business alliance are the face-to- 
face negotiations that occur during the formulation 
and maintenance of the commercial relationship. 
Our study of American and Chinese business people 
in simulated intracultural negotiations suggests both 
similarities and differences in style. For example, 
negotiators in both cultures were more successful 
when taking a problem-solving approach. Alterna- 
tively, the Chinese negotiators tended to ask many 
more questions and to interrupt one another more 
frequently than their American counterparts. Such 
subtle differences in style may cause problems in 
Sino-American negotiations, which may, in turn, 
sour otherwise fruitful commercial alliances. 


Allen, Franklin 
Strategic Management and Financial Markets 
Vol. 14, Special Issue, Winter 1993, 11-22 


Porter has argued that the U.S. capital investment 
system is deficient relative to those in Germany 
and Japan and that this has caused a decline in the 
competitiveness of U.S. corporations. He suggests 
the increasing importance of financial institutions 
has led to transient ownership which encourages 
firms to focus on the short term. This paper 
argues that the openness and diversity of opinion 
encouraged by the U.S. financial system are 
significant advantages and transient ownership is 
consistent with firms taking a long view. It is 
suggested that the competitiveness of German and 
Japanese corporations may be due to the managerial 
incentives made possible by high growth rates. 


CCC 0143-2095/95/100003-68 
© 1995 by John Wiley & Sons, Ltd. 


Amburgey, Terry L. and Anne S. Miner 


Strategic Momentum: The Effects of Repetitive, 
Positional, and Contextual Momentum on Merger 
Activity 

Vol. 13, No. 5, June 1992, 335-348 


This paper defines and examines three types of 
strategic momentum. Repetitive momentum occurs 
when organizations repeat previous strategic actions. 
Positional momentum occurs when organizations 
take actions that sustain or extend existing strategic 
positions. Contextual momentum occurs when gen- 
eral traits, such as organizational structure, shape 
strategic action in a consistent fashion. Event- 
history analysis of 262 large firms over a 29-year 
period indicates that: (1) the occurrence of mergers 
tends to increase the rate of mergers of the same 
type (repetitive momentum), and (2) organizational 
decentralization increases the rate of diversifying 
mergers (contextual momentum). Product market 
diversification was found to increase the probability 
of product extension mergers but not conglomerate 
mergers, only partly confirming positional momen- 
tum. The results indicate that internal momentum 
can affect merger activity, and suggest the import- 
ance of continuing research on the role of inertia 
in organizational adaptation. 


Amit, Raphael and Paul J.H. Schoemaker 
Strategic Assets and Organizational Rent 
Vol. 14, No. 1, January 1993, 33-46 


We build on an emerging strategy literature that 
views the firm as a bundle of resources and 
capabilities, and examine conditions that contribute 
to the realization of sustainable economic rents. 
Because of (1) resource-market imperfections and 
(2) discretionary managerial decisions about 
resource development and deployment, we expect 
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firms to differ (in and out of equilibrium) in the 
resources and capabilities they control. This asym- 
metry in turn can be a source of sustainable 
economic rent. The paper focuses on the linkages 
between the industry analysis framework, the 
resource-based view of the firm, behavioral decision 
biases and organizational implementation issues. It 
connects the concept of Strategic Industry Factors, 
at the market level with the notion of Strategic 
Assets at the firm level. Organizational rent is 
shown to stem from imperfect and discretionary 
decisions to develop and deploy selected resources 
and capabilities, made by boundedly rational man- 
agers facing high uncertainty, complexity, and 
intrafirm conflict. 


Ansoff, H. Igor 
Critique of Henry Mintzberg’s The Design School: 
Reconsidering the Basic Premises of Strategic Man- 


agement 


Vol. 12, No. 6, September 1991, 449-46] 


Mintzberg’s (1990) critique of the design school of 
strategic management is evaluated on two criteria: 
methodological soundness and factual veracity. The 
critique is found to be deficient on both criteria. 
Mintzberg’s own proposal for the basic principles 


of strategic management is critiqued using the same 
criteria. It is found that the exposition is deficient 
methodologically and that Mintzberg’s descriptive 
and prescriptive assertions are at variance with facts 
observable in the current practice of strategic 
management. The variance is found to be due to 
several factors: lack of coherence in Mintzberg’s 
presentation; his use of a definition of strategy 
which is at variance with the current practice of 
management, his failure to differentiate between 
prescriptive and descriptive statements; and his 
failure to define the context for his prescriptions. 
Using recent empirical research results on strategic 
success behaviors, Mintzberg’s model is placed in 
a limited but important context in which it is a 
valid prescription for successful strategic behavior. 


Baden-Fuller, Charles W.F. and John M. Stopford 
Globalization Frustrated: The Case of White Goods 
Vol. 12, No. 7, October 1991, 493-507 

This paper challenges the common view that mature 
industries are always ripe for global strategies. 


Based on data from the European Domestic 
Appliance industry, this paper shows how changing 


economic conditions can diminish the value of 
global strategies. Critical in these shifts were 
simultaneous rises in demand for variety (that 
eroded the benefits of scale and continental market 
share) and decreases in manufacturing scale (that 
permitted new supply options), which reduced the 
extent of the strategic market to national dimensions. 
They added complexity that decreased the profita- 
bility of the global players and increased that of 
national strategies. The fluctuating fortunes of 
leading firms are shown to have been caused 
primarily by choices of strategy, not by national 
factor costs. 


Balakrishnan, Srinivasan and Isaac Fox 


Asset Specificity, Firm Heterogeneity and Capital 
Structure 


Vol. 14, No. 1, January 1993, 3-16 


This paper presents an empirical investigation of 
the importance of specialized assets and other 
unique characteristics of a firm in explaining the 
variance in capital structure across firms. The results 
show that firm-specific effects contribute most to 
the variance in leverage, suggesting a strong link 
between strategy and capital structure. 


Balkin, David B. and Luis R. Gomez-Mejia 


Matching Compensation and Organizational Stra- 
tegies 


Vol. 11, No. 2, February 1990, 153-169 


This study examines the impact of organizational 
strategies (at both the corporate and business unit 
level) on pay strategies, and their interactive 
influence on the effectiveness of the compensation 
system. The empirical findings are based on 
the survey responses of 192 human _ resource 
management executives in business units of large 
manufacturing firms. Corporate strategy was a 
significant predictor of pay package design, pay 
level relative to the market, and pay administration 
policies. Business unit strategy was a significant 
predictor of pay package design and pay level 
relative to the market. The findings are supportive 
of congruency notions which suggest that the 
effectiveness of the compensation system is partly 
a function of the fit between pay strategies and 
organizational strategies. 





Barker III, Vincent L. and Mark A. Mone 


Retrenchment: Cause of Turnaround or Conse- 
quence of Decline? 


Vol. 15, No. 5, June 1994, 395-405 


In a recent investigation of the turnaround attempts 
of 32 U.S. textile firms, Robbins and Pearce 
(1992) concluded that retrenchment is an integral 
component of successful recovery from decline. In 
this note we critique, replicate and provide an 
alternative explanation for their findings using 
data from the same sample of firms attempting 
turnarounds. Based on our analyses, we find that 
little evidence exists to support the assertion that 
retrenchment is integral to turnaround. We conclude 
by offering several recommendations for turnaround 
researchers. 


Barnett, William P., Henrich R. Greve and Douglas 
Y. Park 


An Evolutionary Model of Organizational Perform- 
ance 


Vol. 15, Special Issue, Winter 1994, 11-28 


Organizations vary in how well they perform. This 
can be due to differences in their strategic positions 
and to differences in their competitive abilities. We 
propose an evolutionary model in which there is a 
trade-off between these two sources of advantage. 
In a naive evolutionary model, competition triggers 
both selection and learning-leaving organizations 
with the capabilities to perform better. However, 
managers often buffer their organizations from the 
disciplining forces of selection by seeking out 
positional advantages in the market. We argue that 
when this is done using multiunit structures, market 
position improves but organizational learning is 
retarded. Consistent with this view, we find that after 
controlling for selection, single-unit organizations 
benefit today from being exposed historically 
to competition—evidence of learning—while large, 
multiunit organizations do not. Multiunit organiza- 
tions instead benefit from mutual forbearance, a 
positional advantage. The findings come from a 
dynamic analysis of takeovers and performance 
among retail banks in Illinois. Implications for the 
study of strategic evolution are discussed. 


Barney, Jay B. and Mark H. Hansen 


Trustworthiness as 


a Source of Competitive 
Advantage 


Five Year Index Issue, 1990-1994 
Vol. 15, Special Issue, Winter 1994, 175-190 


Three types of trust in economic exchanges are 
identified: weak form trust, semi-strong form trust, 
and strong form trust. It is shown that weak form 
trust can only be a source of competitive advantage 
when competitors invest in unnecessary and expens- 
ive governance mechanisms. Semi-strong form trust 
can be a source of competitive advantage when 
competitors have differential exchange governance 
skills and abilities, and when these skills and 
abilities are costly to imitate. The conditions under 
which strong form trust can be a source of 
competitive advantage are also identified. Impli- 
cations of this analysis for theoretical and empirical 
work in strategic management are discussed. 


Barney, Jay B. and Edward J. Zajac 


Competitive Organizational Behavior: Toward an 
Organizationally-Based Theory of Competitive 
Advantage 


Vol. 15, Special Issue, Winter 1994, 5-9 


Strategy implementation scholars have traditionally 
focused their attention on behavioral and social 
phenomena in a firm that enable it to both choose 
and implement its strategies. Unfortunately, some 
of this work has assumed that it is possible to study 
strategy implementation independent of the content 
of a firm’s strategies, and independent of the 
particular competitive context within which a firm 
operates. Recent developments in the resource- 
based view of the firm reaffirm the importance of 
studying the strategic consequences of behavioral 
and social phenomena within a firm, but suggest 
that separating this work from the content of 
strategy, or from the competitive context of a firm, 
is inappropriate. The papers in this special issue 
focus on important behavioral and social phenomena 
in a firm (e.g., organizational behavior), but do so 
in an explicit competitive context (e.g., competitive 
organizational behavior). 


Barr, Pamela S., J.L. Stimpert and Anne S. Huff 


Cognitive Change, Strategic Action and Organiza- 
tional Renewal 


Vol. 13, Special Issue, Summer 1992, 15-36 


Organizational renewal requires that a firm’s top 
managers make timely adjustments in their mental 
models following significant changes in the 
environment. Our initial propositions about the 
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difference between renewal and decline focused on 
whether similar organizations in similar contexts 
differ in their ability to recognize significant changes 
in their environments. Analysis of longitudinal data 
from matched pairs of U.S. railroads suggested, 
however, that renewal hinges not so much on 
noticing new conditions, but on being able to link 
environmental change to corporate strategy and to 
modify that linkage over time. In the successful 
companies we studied organizational renewal is a 
continuous process of first and second order changes 
in cognitive maps. 


Bartlett, Christopher A. and Sumantra Ghoshal 


Global Strategic Management: Impact on the New 
Frontiers of Strategy Research 


Vol. 12, Special Issue, Summer 1991, 5-16 
No summary given. 
Bartlett, Christopher A. and Sumantra Ghoshal 


Beyond the M-Form: Toward a Managerial Theory 
of the Firm 


Vol. 14, Special Issue, Winter 1993, 23-46 


Driven by a set of radical changes in their internal 
and external environments, large global corporations 
are innovating a new organizational form. Premised 
on knowledge and expertise rather than capital or 
scale as the key strategic resource, this new form 
is fundamentally different from the multidivisional 
organization that had emerged in the 1920s and 
had become the dominant corporate model in the 
post-war years. In this article, we describe this new 
organization using Asea Brown Boveri (ABB) as 
an illustration, and highlight its differences from 
the classic M-form by contrasting its structure, 
processes and decision-making mechanisms against 
the models proposed by Chandler (1962), Bower 
(1970) and Cyert and March (1963). Our concep- 
tualization of this emerging organization is grounded 
in a managerial perspective that is very different 
from the disciplinary foundations of existing econ- 
omic and behavioral theories of the firm. We 
conclude by arguing for the need to create a 
managerial theory of the firm that would be more 
attuned to the premises of the key actors within 
the firm so as to be able to illuminate the corporate 
world as seen by managers and encompass the 
issues that they perceive to be important. 


Baucus, David A., Joseph H. Golec and Juett R. 
Cooper 


Estimating Risk-Return Relationships: An Analysis 
of Measures 


Vol. 14, No. 5, July 1993, 387-396 


We show that the risk-return paradox can be partly 
explained by the choice of accounting risk and 
return measures. Returns computed with equity or 
assets from End-of-Period (EOP) annual reports 
produce negative risk-return associations, while 
measures calculated using Beginning-of-Period 
(BOP) equity or assets yield more positive relation- 
ships. The likelihood of reporting negative relation- 
ships using EOP methods is accentuated by dividing 
samples at median returns. Below-median firms 
suffer losses and may appear to have lower and 
more variable returns than above-median firms, 
simply because of EOP methods. Our results show 
that mean and variance measures are unstable and 
risk-return relationships vary inversely with the 
number of firms reporting mean losses. 


Bauerschmidt, Alan 


A Comment on Gilbert’s The Twilight of Corporate 
Strategy 


Vol. 14, No. 5, July 1993, 397-399 


This communication offers comments on Gilbert’s 
critique of the strategic management paradigm for 
failing to recognize the role and justice of the 
individual purpose in business organizations. 


Bedeian, Arthur G. 
Choice and Determinism: A Comment 
Vol. 11, No. 7, November-December 1990, 571-573 


This note comments on Lawless and Finch’s (1989) 
empirical test of Hrebiniak and Joyce’s (1985) 
framework of business-environment relations. In 
doing so it extends Lawless and Finch’s reasoning 
through the explicit incorporation of an interactionist 
perspective. A model is presented that amplifies 
the prevailing organizational adaptive logic by 
assigning a role to organizational learning and by 
suggesting how organizations act on environmental 
information vis-a-vis symbolic processes and 
environmental management strategies. 





Bethel, Jennifer E. and Julia Liebeskind 


The Effects of Ownership Structure on Corporate 
Restructuring 


Vol. 14, Special Issue, Summer 1993, 15-31 


This paper investigates the relationship between 
ownership structure and corporate restructuring in 
a sample of 93 surviving public Fortune 500 firms 
during the period 1981-87. The results show that 
blockholder ownership is associated significantly 
with corporate restructuring, suggesting that many 
managers restructured their corporations during the 
1980s only when pressured to do so by large 
shareholders. 


Birley, Sue and Paul Westhead 


Growth and Performance Contrasts between Types 
of Small Firms 


Vol. 11, No. 7, November-December 1990, 535-557 


This paper studies the interrelationships in the 
strategic profile of a sample of small firms, and, 
by using cross-sectional analysis, attempts to identify 
any evidence to support the stages of growth 
theories. Three surrogates for comparative growth 
were used in the analysis: number of employees, 
sales turnover, and profitability. A cluster analysis 
identified eight different types of small firms 
characterized by internal variables of ownership, 
management, and product structure; and by external 
variables of product/market positioning. Analysis 
of variance tests found no significant differences 
between the clusters with regard to size. The results 
suggest that firms do change, but not necessarily 
in any prescribed sequence. Indeed, the evidence 
presented in this paper suggests that future research 
should be focused on developing theories which 
better describe the heterogeneity of the sector by 
analyzing the development within clusters of firms 
rather than seeking generalized over-arching theor- 
ies. 


Black, Janice A. and Kimberly B. Boal 


Strategic Resources: Traits, Configurations and 
Paths to Sustainable Competitive Advantage 


Vol. 15, Special Issue, Summer 1994, 131-148 
The resource-based view (RBV) of the firm holds 


that certain assets with certain characteristics will 
lead to sustainable competitive advantage. All the 
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traits are required to be present to result in 
sustainable competitive advantage. Such a trait 
approach overlooks the dynamics of the creation of 
firm resources especially the strategically important 
factors as identified by the resource based view 
theory. We propose that the resources are made 
up of factor networks which have specific inter- 
factor and inter-resource relationships that result 
in the characteristic traits being evidenced. These 
strategic resource factor relationships include net- 
work type, available substitutes and cogency 
relationships (compensatory, enhancing and 
suppressing.) Specific configurations that lead to 
high or very high support of sustainable competitive 
advantage are proposed. Twenty-two specific paths 
to sustainable competitive advantage for a factor, 
contingent on resource factor traits and relationship 
configurations, are proposed. The implications, 
upon confirmation of these configurations, are 
discussed. 


Blodgett, Linda Longfellow 


Factors in the Instability of International Joint 
Ventures: An Event History Analysis 


Vol. 13, No. 6, September 1992, 475-482 


This study uses event history methodology to 
examine factors that may contribute to the instability 
of joint ventures between U.S. multinationals and 
foreign companies. Using joint venture contract 
renegotiation as a proxy for instability, it finds 
statistically significant support for hypotheses that 
joint ventures are more unstable when partners 
start out with uneven shares of equity and when 
contracts have been renegotiated before. Contract 
renegotiation is also more likely in relatively open 
economies than in countries that impose restrictions 
on direct investment. 


Blois, Keith J. 
Transaction Costs and Networks 
Vol. 11, No. 6, October 1990, 493-496 


The study of networks is attracting considerable 
attention. One of the difficulties of such studies is 
that techniques of analysis, concepts, and models 
developed in a variety of disciplines are used. The 
dangers of using the work of other disciplines are 
illustrated by considering the way in which the 
concept of transaction costs has been used. 
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Boone, Christophe and Bert De Brabander 


Generalized vs. Specific Locus of Control Expect- 
ancies of Chief Executive Officers 


Vol. 14, No. 8, November 1993, 619-625 


Hodgkinson (1992) recently advocated in this 
journal that measures of generalized control expect- 
ancies, such as the well known Rotter I-E scale 
(Rotter, 1966), are not suited to study the relation- 
ship between the locus of control beliefs of Chief 
Executive Officers (CEOs) on the one hand and 
strategic, structural and performance variables on 
the other hand. According to Hodgkinson (1992) a 
more specific scale, measuring strategic control 
expectancies, should be used in future research. 
We argue and empirically illustrate that such a 
methodology will not lead to interesting research 
results in the strategic leadership domain. More 
specifically, measures of firm-specific control expect- 
ancies are likely to be influenced by the CEO’s 
perception of the situational context of the firm 
and are therefore not indicative of fundamental 
personality differences between CEOs. Conse- 
quently, such measures cannot give an answer to 
the basic research question whether and why the 
personality of CEOs plays an important role in 
explaining organizational behavior and perform- 
ance. 


Bowman, Edward H. and Harbir Singh 
Corporate Restructuring: Reconfiguring the Firm 
Vol. 14, Special Issue, Summer 1993, 5-14 


Corporate restructuring is an area of great interest 
to researchers in corporate strategy, finance and 
organizational studies. In this chapter, we briefly 
review prior research on corporate restructuring, 
and then introduce the articles in the special issue. 
In the papers in the issue there are indications that 
restructuring can be performance-enhancing for the 
firms, but it can also have significant unintended 
consequences. The papers in this issue apply to a 
broad range of research methods and theoretical 
perspectives to corporate restructuring, its initiating 
forces, and its consequences. 


Boyd, Brian K. 
Board Control and CEO Compensation 
Vol. 15, No. 5, June 1994, 335-344 


The board of directors has been identified as a 


key internal control mechanism for settling CEO 
compensation. Theory suggests that CEOs will 
attempt to circumvent board control in an effort to 
maximize salary. This hypothesis was tested using 
a sample of 193 firms in a cross-section of industries. 
Corporate governance literature was reviewed to 
develop a multiple indicator measure of board 
control. Although, as hypothesized, CEO salaries 
were greater in firms with lower levels of control, 
CEO compensation was not significantly related to 
firm size or profitability. 


Boyd, Brian K. 


Corporate Linkages and Organizational Environ- 
ment: A Test of the Resource Dependence Model 


Vol. 11, No. 6, October 1990, 419-430 


Two competing models of corporate boards are 
presented. Management control proposes that the 
board is a rubber stamp for management, and plays 
a minor role in strategic management, while resource 
dependence asserts that the board is a tool used to 
manage environmental uncertainty. A structural 
model was developed to determine whether corpor- 
ate boards respond to different types of environmen- 
tal uncertainty, using data on 147 companies from 
nine industry groups. It was found that boards 
tended to be smaller in a more uncertain environ- 
ment, while having an increased number of inter- 
locks. This relationship was stronger in high- 
performing firms. 


Brockner, Joel, Steven Grover, Michael N. O’ Malley, 
Thomas F. Reed and Mary Ann Glynn 


Threat of Future Layoffs, Self-esteem, and Sur- 
vivors’ Reactions: Evidence from the Laboratory 
and the Field 


Vol. 14, Special Issue, Summer 1993, 153-166 


Layoffs are a key aspect of many corporate 
restructurings, especially in declining organizations. 
The present study sought to identify some of the 
factors that affect the impact of layoffs on the 
people who remain with the organization: the 
survivors. Consistent results emerged across labora- 
tory and field settings: in response to the perceived 
threat of further layoffs, survivors low in trait self- 
esteem were more likely than their high self-esteem 
counterparts to (1) feel worried, and (2) translate 
their feelings of worry into increased work motiv- 
ation. Theoretical and practical implications are 
discussed. 





Brown, Paul R., Virginia E. Soybel and Clyde P. 
Stickney 


Comparing U.S. and Japanese Corporate-Level 
Operating Performance Using Financial Statement 
Data 


Vol. 15, No. 1, January 1994, 75-83 


This study uses financial statement data restated to 
a similar reporting basis to compare the operating 
performance of U.S. and Japanese companies, 
identifying possible strategic and environmental 
explanations for the differences observed. Compari- 
sons are made for U.S. and Japanese samples as a 
whole, for groups of Japanese firms (keiretsu v. 
nonkeiretsu), and for 11 industries. The results 
show that neither country appears to generate 
systematically higher profit margins, but that U.S. 
firms turnover assets other than inventory more 
quickly and therefore have higher rates of return 
on assets. More intensive examination of these 
results suggests that environmental factors, such as 
cultural or structural differences, are the primary 
causes of the observed differences in the data 
analyzed. 


Bryson, John M. and Philip Bromiley 


Critical Factors Affecting the Planning and 
Implementation of Major Projects 


Vol. 14, No. 5, July 1993, 319-337 


This exploratory study reports the results of a 
quantitative cross-sectional analysis of 68 case 
descriptions of major projects. Variables describing 
the context of the projects, project planning and 
implementation processes, and project outcomes 
were coded using information contained in the case 
descriptions. Factor analysis was used to identify 
major factors associated with context, process and 
outcomes. The influences of context on process, 
and context and process on outcomes were estimated 
using regression. The results indicate that a number 
of contextual variables strongly influence aspects 
of the project planning and implementation process, 
and then indirectly influence project outcomes 
through the planning and implementation process. 
In addition, both process and contextual variables 
affect outcomes directly. Several conclusions of a 
theoretical, methodological and practical nature are 
drawn. 
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Burgers, Willem P., Charles W. L. Hill and W. 
Chan Kim 


A Theory of Global Strategic Alliances: The Case 
of the Global Auto Industry 


Vol. 14, No. 6, September 1993, 419-432 


The theory articulated in this paper suggests that 
the desire to reduce demand and competitive 
uncertainty are two separate, important moves for 
alliance formation. Taking this as a starting point, 
we predict the configuration of horizontal alliances 
that we might expect to observe within an industry 
when firms experience these uncertainties to differ- 
ent degrees. An empirical test of this theory using 
data from the global auto industry yields results 
consistent with the view (1) that alliances are a 
device for reducing both the uncertainties that arise 
from unpredictable demand conditions and those 
that arise from competitive interdependence, and 
(2) that variation of demand uncertainty and 
competitive uncertainty across firms explains differ- 
entials in both the intensity and structure of their 
horizontal alliance activity. 


Calori, Roland, Gerry Johnson and Philippe Sarnin 


CEOs’ Cognitive Maps and the Scope of the 
Organization 


Vol. 15, No. 6, July 1994, 437-457 


In this paper, CEOs are considered as cognizers 
charged with integrating views in the top manage- 
ment team; a role which should require high 
cognitive complexity especially in diversified multin- 
ational corporations. A methodology for studying 
top managers’ cognitive complexity is described and 
then applied to a sample of 26 CEOs. The CEOs’ 
cognitive maps of the structure and of the dynamics 
of their industry are analyzed in terms of their 
degree of complexity, in relation to the breadth of 
the business portfolio of the firm, its geographic 
scope and the links the firm has with foreign 
parents. The results of this exploratory test generally 
confirm the principle of requisite cognitive com- 
plexity, and reveai a new set of more precise 
hypotheses linking particular dimensions of the 
scope of the firm with particular dimensions of 
CEOs’ cognitive complexity. 
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Camerer, Colin F. 

Does Strategy Research Need Game Theory? 
Vol. 12, Special Issue, Winter 1991, 137-152 


Game theory has not been applied much to business 
strategy. I review some criticism of the game-theory 
approach which inhibits its applications, and mention 
some others. The common criticism that game- 
theoretic models assume too much rationality is 
often wrong because (i) some games require little 
rationality to compute equilibria; and (ii) players 
may reach equilibrium by communicating, adapting, 
or evolving to it rather than by calculating it. 
However, other criticisms can be forceful: Game 
theory is hard to use and test, it threatens to 
explain anything, it generates customized models 
of local settings rather than general regularities, 
and it offers only part of the advice a manager 
needs. Nonetheless, game theory could be a fruitful 
source of ideas and testable implications for strategy, 
requiring more finer-grained, longitudinal studies 
sensitive to interactions between structural variables. 


Cannella, Albert A. and Donald C. Hambrick 


Effects of Executive Departures on the Performance 
of Acquired Firms 


Vol. 14, Special Issue, Summer 1993, 137-152 


Using a sample of 96 acquisitions that occurred 
between 1980 and 1984, this study concludes that 
the departure of executives from acquired firms 
is harmful to post-acquisition performance. The 
negative effects of departures of the highest 
ranking executives (such as CEOs, presidents, and 
Chairmen) appear to be most severe, Acquisitions 
relatedness, contrary to hypothesis, did not moder- 
ate the departure-performance relationship. Finally, 
we find that providing one or more executives with 
top management team status in the newly combined 
firms lead to better post-acquisition performance. 
Our study implies that executives from acquired 
firms are an intrinsic component of the acquired 
form’s resource base, and that their retention is an 
important determinant of post-acquisition perform- 
ance. Our evidence supports the view that executives 
are important to post-acquisition performance, and 
we believe that this evidence extends to other 
restructuring contexts as well. 


Carney, Mick and Eric Gedajlovic 


Vertical Integration in Franchise Systems: Agency 
Theory and Resource Explanations 


Vol. 12, No. 8, November 1991, 607-629 


The ownership strategies of 128 retail franchising 
systems are examined in the light of existing 
agency and resource scarcity explanations of this 
organizational form. Findings suggest that franchiser 
ownership strategies are more heterogeneous than 
previously recognized, and that neither explanation, 
alone accounts for observed ownership patterns. 
A path model of franchiser ownership patterns 
embodying agency and resource scarcity elements 
is developed that is consistent with empirical 
findings. 


Carr, Christopher 


Global, National and Resource-Based Strategies: 
An Examination of Strategic Choice and Perform- 
ance in the Vehicle Components Industry 


Vol. 14, No. 7, October 1993, 551-568 


For an industry facing both internationalization and 
impending maturity, available strategic prescriptions 
suggest four options which are at variance with 
each other. To assess the validity of competing 
strategic prescriptions, the outcomes of these four 
options are examined empirically by means of a 
longitudinal study of the vehicle components indus- 
try. Rather than going for strategies based on 
market domination, large British vehicle component 
companies would generally have performed better 
had they concentrated on resource-based priorities; 
market domination has generally only proved 
feasible in national markets, and the outcomes of 
such strategies have proved little short of disastrous. 
Explanations are explored through a case study of 
one British national market leader and through 
international comparisons from Germany, the 
U.S.A. and Japan, which highlight the importance 
of manufacturing policies as primary sources of 
sustainable competitive advantage. 


Carroll, Glenn R. 
A Sociological View on Why Firms Differ 
Vol. 14, No. 4, May 1993, 237-249 


Much theory and research that apparently seek to 
explain why firms differ actually address the 
question of why successful firms differ. This article 
explains why the two questions are different and 
explores some of the implications of this difference 





for the field of strategic management. A wide 
variety of organizational and economic theories are 
reviewed in this context, including contingency 
theory, resource dependence theory, process mod- 
els, dispositional models, transaction cost econom- 
ics, organizational ecology and institutional theory. 
Further discussion considers why heterogeneity 
persists at the firm level when it becomes apparent 
that only certain types of firms will succeed. 


Carter, Nancy M., Timothy M. Stearns, Paul D. 
Reynolds and Brenda A. Miller 


New Venture Strategies: Theory Development with 
an Empirical Base 


Vol. 15, No. 1, January 1994, 21-41 


The strategy focus of over 2500 new ventures across 
six different industries was examined to identify what 
dimensions coalesce into distinct configurations. The 
supposition that traditional strategy typologies are 
inadequate to describe the breadth of differentiation 
exhibited among new ventures was supported. 
Factor and cluster analysis revealed six generic new 
venture strategy archetypes that can be distinguished 
along two dimensions; scope of segmentation, and 
product vs. marketing emphasis. The extent to 
which the archetypes tend to dominate in different 
industries was found to vary according to the 
industry’s position on the industry supply chain. 
Strategies with a narrow scope of segmentation 
tended to prevail in industries near the end of the 
supply chain, whereas those that adopted a broad 
approach tended to predominate in industries near 
the beginning or middle of the supply chain. 


Caves, Richard E. and Pankaj Ghemawat 
Identifying Mobility Barriers 
Vol. 13, No. 1, January 1992, 1-12 


This paper uses a new (PIMS) research data base 
to identify the mobility barriers - the factors 
associated with sustained intraindustry profit differ- 
entials - in a cross-section of industries. The exercise 
suggests that differentiation-related factors play 
more of a role in generating intraindustry profit 
differentials than do cost-related ones. It also 
indicates that differentiation-related advantages tend 
to be absorbed into fatter margins and (in some 
instances) larger market shares, while cost-related 
advantages are taken primarily in the form of 
increases in market share. 
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Chaganti, Rajeswararao and Fariborz Damanpour 


Institutional Ownership, Capital Structure, and 
Firm Performance 


Vol. 12, No. 7, October 1991, 479-491 


In most studies of ownership and firm performance, 
researchers have assumed different forms of owner- 
ship do not interact in their effect on firm strategy 
or performance. Focusing on the role of institutional 
owners, this study poses two related questions: 
(1) What are the relationships between outside 
institutional shareholdings, on the one hand, and a 
firm’s capital structure and performance, on the 
other? and (2) Does the size of stockholdings by 
corporate executives, family owners, and insider 
institutions modify those relationships? The data, 
collected from 40 pairs of manufacturing firms 
selected from as many industries over a 3-year 
period, show that the size of outside institutional 
stockholdings has a significant effect on the firm’s 
capital structure. We have also found that family and 
insider institutional owners’ shareholdings moderate 
the relationship between outside institutional share- 
holdings and capital structure. Likewise, corporate 
executives’ shareholdings supplement the relation- 
ship between outside institutional shareholdings and 
firms’ performance. These findings suggest that 
internal and external coalitions interact with each 
other to influence the firm’s conduct. 


Chakravarthy, Balaji S. and Yves L. Doz 


Strategy Process Research : Focusing on Corporate 
Self-Renewal 


Vol. 13, Special Issue, Summer 1992, 5-14 


In this introduction to the Special Issue on Strategy 
Process Research the guest editors suggest that the 
future research in this subfield should be more 
holistic, emphasize more team work, focus more 
on corporate managers and be more supportive of 
action research methodologies. This introductory 
essay also reviews briefly the important contributions 
to date of strategy process research and provides a 
short summary of the papers that were selected for 
the special issue. 
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Chandler, Alfred D. Jr. 


The Functions of the HQ Unit in the Multibusiness 
Firm 


Vol. 12, Special Issue, Winter 1991, 31-50 


The basic functions of the corporate headquarters 
(HQ) multibusiness firms are both entrepreneurial 
(value-creation) and administrative (loss 
prevention). The development and implementation 
of these HQ functions reflect the industries in 
which the firms operate. Historically, the ability of 
the headquarters to carry out these functions has 
determined both the successful paths to growth for 
a multibusiness enterprise and the limits to that 
growth. 


Chatterjee, Sayan 


Sources of Value in Takeovers: Synergy or Restruc- 
turing Implications for Target and Bidder Firms 


Vol. 13, No. 4, May 1992, 267-286 


Advocates of the market for corporate control 
argue that takeover bids should be accepted because 
unsuccessful targets tend to lose market value. 
Other researchers argue that takeover bids should 
be rejected because the combined firms often 
perform poorly. However, missing in this debate is 
the influence of the source of takeover gains on 
the decision to reject or accept takeover bids. This 
study posits that value from takeovers can be 
created by synergy or restructuring. The study 
suggests that only if the synergy component is 
dominant should the target firm agree to be taken 
over. The study then tests the dominance of the 
source of value in takeovers by examining takeovers 
that were unsuccessful. The study concludes that, 
first, restructuring, not synergy, motivated the 
sample studied and target firms can create the 
same value independently. Second, the need for 
restructuring was industry-wide. However, even if 
restructuring is the motive behind a takeover, the 
target firm has to carry out the restructuring, failing 
which it does not create any value. The study also 
suggests reasons for the ambiguous findings in the 
strategic management merger literature. 


Chatterjee, Sayan and Michael H. Lubatkin 


Corporate Mergers, Stockholder Diversification, 
and Changes in Systematic Risk 


Vol. 11, No. 4, May-June 1990, 255-268 


Strategic management literature suggests a relation- 
ship between systematic risk and the relatedness of 
merging firms. This is tested for a sample of 120 
large mergers by controlling for the systematic risk 
of the target firm, correcting for possible problems 
of heteroskedasticity, and estimating shifts in risk 
over daily as well as monthly time horizons. Finally, 
the influence of leverage is considered. The findings 
highlight a performance distinction between corpor- 
ate diversification and stockholder diversification 
in instances of related and unrelated mergers. 


Chatterjee, Sayan, Michael H. Lubatkin, David M. 
Schweiger and Yaakov Weber 


Cultural Differences and Shareholder Value in 
Related Mergers: Linking Equity and Human 
Capital 


Vol. 13, No. 5, June 1992, 319-334 


Merger literature suggests that the relationship 
between shareholder gains and the relatedness of 
merging firms is contingent upon the compatibility 
of the two firms’ top management cultures. This 
hypothesis is tested by surveying the perceptions 
of cultural differences of top management teams of 
recently acquired firms, and then relating these 
perceptions to related stock market gains to the 
buying firms. The findings suggest a strong inverse 
relationship between perceptions of cultural differ- 
ences and shareholder gains, after controlling for 
perceptions of the buying firm’s tolerance for 
multiculturalism and the relative size of the merging 
firms. 


Chatterjee, Sayan and Birger Wernerfelt 


The Link between Resources and Type of Diversifi- 
cation: Theory and Evidence 


Vol. 12, No. 1, January 1991, 33-48 


In this paper we theoretically and empirically 
investigate the idea that firms diversify in part to 
utilize productive resources which are surplus to 
current operations. Knowledge of these resources 
allows us to make predictions about the direction 
of a firm’s expansion. In particular we suggest that 
excess physical resources, most knowledge-based 


resources, and external financial resources are 
associated with more related diversification, while 
internal financial resources are associated with more 
unrelated diversification. 





Chen, Ming-Jer and Danny Miller 


Competitive Attack, Retaliation and Performance: 
An Expectancy-Valence Framework 


Vol. 15, No. 2, February 1994, 85-102 


This research examines how competitive attacks 
can best reduce the chances of retaliation. An 
expectancy-valence model is developed that views 
retaliation as a function of the subtlety of an attack: 
that is, its visibility, the difficulty rivals might have 
in responding to it in kind, and the importance or 
centrality to rivals of the market under siege. 
Motivational theories suggest that all three of these 
independent variables need to be in place in order 
to elicit a response - or conversely, that low 
visibility, substantial response difficulty, or minimal 
centrality would each by itself be enough to prevent 
retaliation. This notion was not supported. Each 
one of the independent variables could serve as the 
weak link of the chain, increasing the chances of 
retaliation. However, as predicted by expectancy- 
theory, these variables selectively demonstrated 
some interactions that compound the threat of 
retaliation. In combination, high visibility and low 
levels of difficulty were especially likely to evoke 
responses from rivals. Finally, there appears to be 


a real incentive to avoid retaliation given its negative 
associations with performance. 


Chi, Tailan 


Trading in Strategic Resources: Necessary Con- 
ditions, Transaction Cost Problems, and Choice of 
Exchange Structure 


Vol. 15, No. 4, May 1994, 271-290 


The paper develops a theoretical framework for 
analyzing the exchange structure in the trading of 
imperfectly imitable and imperfectly mobile firm 
resources. It first explores the conditions for such 
resources to be gainfully traded between firms and 
then investigates the interconnections between 
barriers to imitation and impediments to trading. 
A major part of the paper is devoted to developing 
an integrative and yet parsimonious model for 
assessing the exchange structure between firms that 
are involved in the trading of strategic resources in 
the face of significant transaction cost problems. 
The model is applied in the last part of the paper 
to the analysis of the choice between acquisitions 
and collaborative ventures. 
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Clapham, Stephen E. and Charles R. Schwenk 


Self-Serving Attributions, Managerial Cognition, 
and Company Performance 


Vol. 12, No. 3, March 1991, 219-229 


Past research using managers’ attributions for good 
and poor performance in annual reports has 
repeatedly demonstrated that management takes 
credit for good outcomes. However, there is 
disagreement about whether this pattern of attri- 
butions reflects attempts to manage impressions in 
stakeholders or biased perceptions on the part of 
management, and whether it is associated with 
increases or decreases in future performance. In 
this study, attributions in letters to shareholders in 
the annual reports of public utilities were analyzed. 
The results showed the same general pattern of 
attributions as was found in previous studies. 
However, the relationship between this pattern of 
attributions and performance (earnings per share 
growth) was generally negative. Implications of 
these results for future research are discussed. 


Collis, David J. 


A Resource-Based Analysis of Global Competition: 
The Case of the Bearings Industry 


Vol. 12, Special Issue, Summer 1991, 49-68 


This paper critically examines the contribution of 
aspects of the resource-based view of the firm to 
global competition in particular, and to strategic 
management in general. Three concepts - core 
competence, organizational capability, and adminis- 
trative heritage - are defined and compared with 
the current mainstream economic tradition of 
strategy. The value of these concepts in analyzing 
and explaining competitive strategy is determined 
through a detailed field-based case study of three 
firms in the worldwide bearings industry. It is 
found that the resource-based view of the firm 
complements economic analysis used, and that both 
are essential to a complete understanding of global 
strategy. 


Collis, David J. 


Research Note: How Valuable are Organizational 
Capabilities? 


Vol. 15, Special Issue, Winter 1994, 143-152 
Organizational capabilities, appropriately defined, 


can meet the conditions, articulated by the resource- 
based view of the firm, for being a source 
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of sustainable competitive advantage. However, 
this paper observes that there are limits to the 
extent of the importance of such capabilities. They 
are vulnerable to threats of erosion, substitution, 
and above all to being superseded by a higher- 
order capability of the learning to learn variety. 
This suggests that there can be an infinite regress 
in the explanation for, and prediction of, sustainable 
competitive advantage. The problem is resolved by 
arguing that the value of organizational capabilities 
is context dependent, and by recognizing that the 
strategy field will never find the ultimate source of 
sustainable competitive advantage. 


Conant, Jeffrey S., Michael P. Mokwa and P. Rajan 
Varadarajan 


Strategic Types, Distinctive Marketing Competen- 
cies and Organizational Performance: A Multiple 
Measures-Based Study 


Vol. 11, No. 5, September 1990, 365-383 


A new, multi-item scale for operationalizing Miles 
and Snow’s (1978) strategic typology - defenders, 
prospectors, analyzers, and reactors - is proposed 
and field-tested in this paper. Relatively pure 
strategic types, identified as those organizations 
classified similarly using both the newly developed, 
multi-item scale and the traditionally employed 
paragraph approach, are used to analyze the 
relationship between strategic types, distinctive 
marketing competencies, and organizational per- 
formance. Results of analysis suggest that while the 
marketing competencies of prospector organizations 
are superior to those of analyzer, defender, and 
reactor organizations, all three stable archetypes 
perform equally well in terms of profitability and 
outperform reactors. The newly developed strategic 
types scale performs well and appears to possess 
significant managerial and research potential. It is 
theoretically anchored, easily administered, and 
possesses diagnostic value to both strategists and 
their organizations. 


Cool, Karel and Ingemar Dierickx 


Rivalry, Strategic Groups and Firm Profitability 


Vol. 14, No. 1, January 1993, 47-59 


An analysis of the U.S. pharmaceutical industry 
during the period 1963-82 finds that a substantial 
decline in industry profitability is not explained by 
changes in the number and size distribution of 
firms, in segment interdependence and in strategic 


distance. In contrast, declining industry profitability 
is strongly associated with increasing rivalry. This 
increasing rivalry is associated with changes in 
strategic group structure and a concomitant shift 
from within group rivalry to between group rivalry. 


Cusumano, Michael A. and Akira Takeishi 


Supplier Relations and Management: A Survey of 
Japanese, Japanese-Transplant, and U.S. Auto 
Plants 


Vol. 12, No. 8, November 1991, 563-588 


This article presents the results of a questionnaire 
survey sent to a sample of automobile manufacturers 
in the United States and Japan (including Japanese- 
managed plants in the United States) during the 
spring of 1990. The data support observations that 
Japanese and U.S. practices tend to differ in key 
areas and Japanese suppliers perform better in 
dimensions such as quality (defects) and prices 
(meeting targets, reducing prices over time); and 
that Japanese-managed auto plants established in 
the United States have, in general, adopted Japanese 
practices and received extremely high levels of 
quality from Japanese as well as U.S. suppliers. 
These findings provide evidence that Japanese 
practices and performance levels are transferable 
outside Japan and suggest that considerable 
improvements are possible for U.S. suppliers 
supplying U.S. auto plants. In addition, the survey 
indicates that U.S. firms have adopted at least 
some practices traditionally associated with Japanese 
firms apparently reflecting some convergence toward 
Japanese practices and higher performance levels 
in supplier management. 


Cyert, Richard M., Praveen Kumar and Jeffrey R. 
Williams 


Information, Market Imperfections and Strategy 
Vol. 14, Special Issue, Winter 1993, 47-58 


In this paper we argue that the organization’s search 
for market imperfections reflects the information 
dispersion in the economy. We describe, within a 
Bayesian framework, the relative importance of 
and the mechanisms by which externally- and 
internally-based informational rents arise endogen- 
ously. We argue that, rather than viewing the 
strategic planning process as one where the firm 
must pursue only one source of information, search 
should be viewed as evolving within a dynamically 
related system; progressing from externally-based 
to internally-based sources of rent as markets 
evolve. 





Cyert, Richard M. and Jeffrey R. Williams 


Organizations, Decision Making and Strategy: Over- 
view and Comment 


Vol. 14, Special Issue, Winter 1993, 5-10 


In this overview to the Strategic Management 
Journal's Winter 1993 Special Issue, we comment 
on the relationship between organization theory, 
strategy and decision making, and we review the 
contributions to this theme by our distinguished 
panel of authors. What is distinctive about strategic 
decisions? How does the organization function 
as an information processing mechanism? What 
information is strategic; when does information 
become strategic; and how do decision bias and 
locus affect competitive outcomes? How do process 
and structure, decision criteria, the layering of 
decisions, and domestic vs. global considerations 
affect performance? What is the role of beliefs and 
expectations; how do organizations effect proactive, 
creative behavior to recast their strategic decision 
patterns? 


Daily, Catherine M. and Dan R. Dalton 


Corporate Governance and the Bankrupt Firm: An 
Empirical Assessment 


Vol. 15, No. 8, October 1994, 643-654 


The incidence of bankruptcy has risen dramatically 
among firms of ail types and sizes in the past 
decade. Little is known, however, about the 
effects of alternative governance structures on the 
propensity of an organization to file Chapter 11 
bankruptcy. Relying on logistic regression for 
periods 5 years and 3 years prior to the bankruptcy, 
as well as the contemporaneous period, we examine 
the relationships among independent/interde- 
pendent board composition and the structure of 
CEO/board chairperson positions and the filing of 
bankruptcy. While controlling for a series of 
financial indicators and firm size, the results 
illustrate robust explanatory power for the govern- 
ance variables for both lagged periods. 


Datta, Deepak K. 


Organizational Fit and Acquisition Performance: 
Effects of Post-Acquisition Integration 


Vol. 12, No. 4, May 1991, 281-297 


Based on 173 acquisitions in the U.S. manufacturing 
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industry, this study examines the impact of organiza- 
tional differences between acquiring and acquired 
firms on post-acquisition performance. The findings 
indicate that differences in top management styles 
have a negative impact on performance in acqui- 
sitions characterized by both high and low levels 
of post-acquisition integration. However, no such 
relationship was observed between differences in 
the reward and evaluation systems and post- 
acquisition performance in either the high or low 
integration subgroups. Implications of the findings, 
along with directions for future research, have been 
discussed in the concluding section of this paper. 


Datta, Deepak K., V. K. Narayanan and George E. 
Pinches 


Factors Influencing Wealth Creation from Mergers 
and Acquisitions: A Meta-Analysis 


Vol. 13, No. 1, January 1992, 67-84 


This study analyzes the empirical literature concern- 
ing the influence of various factors on shareholder 
wealth creation in mergers and acquisitions using a 
multivariate framework. Overall, results indicate 
that while the target firm’s shareholders gain 
significantly from mergers and acquisitions, those 
of the bidding firm do not. Findings also indicate 
that the use of stock financing has a significant 
impact on the wealth of both the target and bidding 
firms’ shareholders. The presence of multiple 
bidders and the type of acquisition influence the 
bidders’ return, while regulatory changes and tender 
offers influence the targets’ returns. The paper also 
provides a comparison of our findings with that of 
previous narrative reviews and discusses their 
implications from the viewpoint of managers and 
researchers. 


Datta, Deepak K. and James P. Guthrie 


Executive Succession: Organizational Antecedents 
of CEO Characteristics 


Vol. 15, No. 7, September 1994, 569-577 


Based on 195 succession events in Business Week 
1000 firms, this study examines the organizational 
antecedents of CEO demographic characteristics. 
Study findings suggest that antecedent conditions 
of lower firm profits and firm growth are associated 
with the selection of outsider CEOs. Additionally, 
R&D intensity is associated with the selection of 
CEOs having technical functional backgrounds and 
higher levels of education. 
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Davidson III, Wallace N. and Dan L. Worrell 


The Effect of Product Recall Announcements on 
Shareholder Wealth 


Vol. 13, No. 6, September 1992, 467-473 


Previous research has found that product recall 
announcements in the automobile industry are 
associated with negative abnormal returns. We 
extend this research by examining announcements 
of product recalls and products taken off the market 
outside the automobile industry. We find negative 
abnormal returns for these announcements and that 
the returns are significantly more negative when 
products are replaced (or the purchase price is 
returned) than when the products are checked and 
repaired. We find only limited evidence that 
government-ordered recalls produce more negative 
returns than voluntary recalls. 


Davis, Peter S., Richard B. Robinson, Jr., John A. 
Pearce II and Seung Ho Park 


Business Unit Relatedness and Performance: A 
Look at the Pulp and Paper Industry 


Vol. 13, No. 5, June 1992, 349-36l 


Discussions of relatedness in the strategy literature 
concentrate on linkages among business units in 
terms of key business functions such as marketing 
and production. While much is known about 
relatedness from the standpoint of corporate diversi- 
fication, evidence about the relationship between 
relatedness and performance at the business unit 
level has been notably lacking. To further our 
understanding of the benefits and costs of 
relatedness, this study examined the perspectives 
of business unit managers to assess: (1) how the 
relationship between the two primary types of 
relatedness - production and marketing - are 
emphasized at the business unit level, and (2) how 
these types of relatedness affect business unit 
performance. 


Davis, Rachel and Irene M. Duhaime 


Diversification, Vertical Integration, and Industry 
Analysis: New Perspectives and Measurement 


Vol. 13, No. 7, October 1992, 511-524 


Vertical integration, diversification, and industry 
analysis are fundamental topics in strategic manage- 
ment content research. We develop the conceptualiz- 
ation of these issues by exploring their nature as 
well as their correct measurement. Toward these 


ends, we conduct an extensive analysis of the 
COMPUSTAT II data base and the TRINET data 
base in all three research contexts. In addition to 
these two data bases, we also evaluate the Census 
of Manufacturers, S&P’s Financial Dynamics, S&P’s 
Industry Surveys and Dun and Bradstreet’s Industry 
Norms and Key Business Ratios, for purposes of 
industry analysis. Important contributions include 
our identification of the potential of COMPUSTAT 
II data to distinguish within-stage forward and 
backward vertical integration, and between-stage 
forward and backward vertical integration, as well 
as Our recommendations for the protection of the 
integrity of studies based on the COMPUSTAT II 
and TRINET data bases. 


Dodge, H. Robert, Sam Fullerton and John E. 
Robbins 


Stage of the Organizational Life Cycle and Compe- 
tition as Mediators of Problem Perception for Small 
Businesses 


Vol. 15, No. 2, February 1994, 121-134 


An empirical study based upon a sample of 645 
small businesses assesses the relationship that life 
cycle stage and level of competition exhibit with 
the problems perceived to constrain small business 
strategic planning. Problems have been identified as 
either internal (cash fiow) or external (competition); 
they have further been classified as either situational 
or core problems. Among the most prevalent 
problems reported by decision makers are customer 
contact, market knowledge, marketing planning, 
location, and adequacy of capital. A total of 16 
problem areas were identified. Traditional wisdom 
offers the scenario where problems faced will vary 
as the organization progresses through the life 
cycle. Much of this research refutes conventional 
wisdom in that level of competition was determined 
to have more of an impact on problem perception. 


Dougherty, Deborah 
Understanding New Markets for New Products 
Vol. 11, Special Issue, Summer 1990, 59-78 


A comprehensive understanding of customer needs 
contributes significantly to the commercial success 
of new products. While product innovators are 
exhorted to understand their markets, they often 
fail to do so. This paper develops an empirically 
grounded theory of why understanding new markets 
is difficult for innovators in large firms. The 





findings suggest that organizational factors strongly 
affect the development of a market understanding. 
Three distinct cycles of market knowledge creation 
are found to operate at the departmental, interde- 
partmental, and project-to-firm levels. Each cycle 
generates a unique stratum of market knowledge, 
but each can also filter or limit the overall market 
understanding, depending on how it is managed. 
Successful product cases worked through each cycle 
thoroughly, while failed ones did not. The analysis 
details each cycle, identifies the organizational 
factors which enhance or impede market understand- 
ing both within and between the cycles, and 
examines the relationship between new products 
and current strategy. Implications for practice and 
further research are drawn. 


Dougherty, Deborah 


A Practice-Centered Model of Organizational 
Renewal through Product Innovation 


Vol. 13, Special Issue, Summer 1992, 72-92 


Theories of organizational renewal and organiza- 
tional design often bear little relationship to the 
complex, murky day-to-day realities people face. 
This paper develops an understanding of the 
renewing organization based on the practice of 
product innovation. The practice of product inno- 
vation is conceived of as the creation and exploi- 
tation of knowledge which links market and 
technological possibilities. Four clusters of market- 
technology knowledge are described and metaphors 
for their creation are developed. Then, three 
organizing principles which can sustain the ongoing 
development and exploitation of market-technology, 
knowledge are described. The model provides a 
realistic understanding of the practice of product 
innovation and of the renewing organization. It also 
shows how innovation, strategy, and organizational 
design are inextricably linked. 


Doz, Yves L. and C. K. Prahalad 
Managing DMNCs: A Search for a New Paradigm 
Vol. 12, Special Issue, Summer 1991, 145-164 


This article reviews and assesses the contribution, 
explicit or implicit, of various schools of organization 
theory to the development of a stream of research 
on the management of multinational companies, 
and summarizes what is seen as the emerging 
paradigm of multinational management. While the 
contribution of some of the schools has been 
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substantial, we conclude that opportunities for more 
cross-fertilization between organization theorists 
and scholars of multinational strategic management 
have been missed, mainly because the differences 
between theory development and phenomenological 
understanding have seldom been bridged. 


Drazin, Robert and Robert K. Kazanjian 


A Reanalysis of Miller and Friesen’s Life Cycle 
Data 


Vol. 11, No. 4, May-June 1990, 319-325 


This paper reanalyzes Miller and Friesen’s (1984a) 
life cycle data by statistically assessing their con- 
clusions regarding the life cycle imperative. Three 
separate models were tested: A three-phase model, 
a four-phase model and a five-phase model. Using 
the del procedure for the prediction analysis 
of cross-classification tables, a sensitivity analysis 
showed that there is support for the life cycle 
progression hypothesis, but only when firms that 
stay in the same phase are not treated as errors. 
When firms that stay the same are increasingly 
weighted as errors, del values drop significantly. In 
general, the three- and four-phase models show 
better support for the life cycle hypothesis than the 
five-phase model originally used by Miller and 
Friesen. 


Dvir, Dov, Eli Segev and Aaron Shenhar 


Technology’s Varying Impact on the Success of 
Strategic Business Units Within the Miles and Snow 
Typology 


Vol. 14, No. 2, February 1993, 155-162 


The high-tech industry is usually treated as an 
homogeneous entity, without differentiating 
between organizations according to the relative 
importance of technology in their business strategy. 
This paper investigates the varying impact of 
technology on the success of strategic business units 
within the Miles and Snow typology. Although 
common wisdom might lead to the conclusion that 
prospectors are more dependent on technological 
progress than the other strategic types the results 
show rather that the influence is greater and more 
fruitful for the defenders both in the short and the 
long term. 
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Eisenhardt, Kathleen M. and Mark J. Zbaracki 
Strategic Decision Making 

Vol. 13, Special Issue, Winter 1992, 17-37 


This article reviews the strategic decision making 
literature by focusing on the dominant paradigms - 
i.e., rationality and bounded rationality, politics 
and power, and garbage can. We review the theory 
and key empirical support, and identify emergent 
debates within each paradigm. We conclude that 
strategic decision makers are boundedly rational, 
that power wins battles of choice, and that chance 
matters. Further, we argue that these paradigms rest 
on unrealistic assumptions and tired controversies 
which are no longer very controversial. We conclude 
with a research agenda that emphasizes a more 
realistic view of strategic decision makers and 
decision making, and greater attention to normative 
implications, especially among profit-seeking firms 
in global contexts. 


Feeser, Henry R. and Gary E. Willard 


Founding Strategy and Performance: A Comparison 
of High and Low Growth High Tech Firms 


Vol. 11, No. 2, February 1990, 87-98 


Some firms grow very rapidly; others much more 
slowly. Potential explanations for differences in 
performance levels between high growth firms and 
low growth firms operating in the same industry 
are sought by comparing the firms’ founding 
strategies. Results indicate that founding strategies 
of high and low growth firms differ systematically 
among the firms studied. 


Ferlie, Ewan 


The Creation and Evolution of Quasi Markets 
in the Public Sector: A Problem for Strategic 
Management 


Vol. 13, Special Issue, Winter 1992, 79-97 


The public sector has been unjustly neglected by 
the strategic management field as an object of 
study. In Britain we now see significant changes in 
public sector management, notably the introduction 
of an internal market in the National Health Service. 
This paper reviews three theoretical perspectives 
on these developments and develops propositions 
for empirical inquiry based on the economic 
sociology perspective. 


Fiegenbaum, Avi and Aneel Karnani 


Output Flexibility: A Competitive Advantage for 
Small Firms 


Vol. 12, No. 2, February 1991, 101-114 


We explore three theoretical perspectives that look 
at output flexibility as a competitive advantage for 
small firms as was initially described by Stigler 
(1939). First, small firms are more willing to 
fluctuate their output. As a result: second, small 
firms can trade cost inefficiency with volume 
flexibility to increase their profits; third, output 
flexibility is a more viable source of competitive 
advantage in volatile and capital-intensive industries, 
and less viable in profitable industries. Indeed, 
the empirical analysis of over 3000 companies 
representing 83 industries during the 1979-87 time 
period supports our theoretical perspectives. Future 
research directions that combine firm flexibility and 
other strategic dimensions are discussed in the 
context of providing a general strategic framework 
for small firms competing against large ones. 


Fiegenbaum, Avi and Howard Thomas 


Strategic Groups and Performance: The U.S. 
Insurance Industry, 1970-84 


Vol. 11, No. 3, March-April 1990, 197-215 


The concept of strategic groups has been accepted 
as an important unit of analysis in understanding 
competitive strategy (Porter, 1980; McGee and 
Thomas, 1986; Hatten and Hatten, 1987). This 
study builds upon previous research (Hatten et al., 
1978; McGee and Thomas, 1986; Harrigan, 1985; 
Cool, 1985; Cool and Schendel, 1987, 1988) and 
provides a general framework for the formation of 
strategic groups based upon important aspects of 
firm strategy. This framework is applied to the 
insurance industry over the 1970-84 time period 
and strategic implications are drawn. The empirical 
findings demonstrate that some performance differ- 
ences exist among strategic groups, and also indicate 
that the structure of strategic groups (both in terms 
of the number, and the membership) changes over 
time. The use of this framework for understanding 
competitive positioning and developing dynamic 
theories of strategic group movement is also 
discussed. 





Fisher, Joseph and Vijay Govindarajan 


Profit Center Manager Compensation: An Exami- 
nation of Market, Political and Human Capital 
Factors 


Vol. 13, No. 3, March 1992, 205-217 


A model of the determinants of profit center 
manager (PCM) compensation is presented and 
tested. Market, political and human capital factors 
are included in the model development and testing. 
Based on a sample from several industries, this 
study found a complex set of variables affecting 
PCM compensation. 


Floyd, Steven W. and Bill Wooldridge 


Middle Management Invoivement in Strategy and 
its Association with Strategic Type: A Research 
Note 


Vol. 13, Special Issue, Summer 1992, 153-167 


This paper reports the results of a study that 
investigated the strategic involvement of 259 middle 
managers in 25 organizations. Drawing from pre- 
vious clinical research, a theoretical typology of 
middle management roles in strategy is developed. 
Measures for each role are derived, and the 
relationship between middle management strategic 
involvement and Miles and Snow’s (1978) strategic 
type is examined. Results suggest the usefulness of 
these measures in assessing both the level and type 
of middle management strategic activity. In addition, 
the findings show that middle managers in Prospec- 
tors report significantly higher levels of upward and 
divergent forms of strategic involvement than those 
in Analyzers and Defenders. 


Flynn, David M. and Mamdouh Farid 


The Intentional Use of Chapter XI: Lingering 
versus Immediate Filing 


Vol. 12, No. 1, January 1991, 63-74 


This paper focuses on the timing, i.e. delay or 
acceleration, of the declaration of Chapter XI prior 
to financial insolvency. Chapter XI can be declared 
by firms who believe that the firm can emerge from 
bankruptcy protection as a re-vitalized organization. 
The timing of its selection is proposed to be a 
function of the level of environmental adversity and 
organizational attributes, especially slack resources. 
Recent developments in the bankruptcy code and 
its usage by firms, suggest the increasing use of 
managerial prerogative in the selection of Chapter 
XI prior to financial insolvency. Chapter XI 
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protection can allow firms the necessary time for 
effective reorganization if managerial intervention 
is exercised. As a result of a more precise timing 
of selection and a proactive reorganization, there 
will be a higher probability of re-emerging from 
bankruptcy as a revitalized organization. 


Fombrun, Charles J. and Ari Ginsberg 


Shifting Gears: Enabling Change in Corporate 
Aggressiveness 


Vol. 11, No. 4, May-June 1990, 297-308 


This paper interprets the corporate strategies of 
multi-business firms as patterns in their aggregate 
deployment of resources to functional uses across 
businesses. By integrating business and corporate 
levels in the study of strategy-making, such a 
perspective facilitates analyzing aggressiveness in 
corporate posture as a concept distinct from, 
but complementary to, competitive strategy and 
diversification. Changes in aggressiveness, we argue, 
result from the interplay of two sets of forces: (1) 
inhibitors that create inertia; and (2) inductors that 
stimulate redeployments. Specific hypotheses are 
tested using data drawn from a random sample of 
352 firms in ten economic sectors between 1977 
and 1984. Results support the view that poor 
performance and sector volatility have a curvilinear 
impact on the propensity of firms to change their 
corporate aggressiveness. Change in corporate 
posture is significantly inhibited by size and prior 
resource deployments. However, the inductive 
forces of prior performance and volatility act to 
stimulate change. 


Francis, Arthur 


The Process of National Industrial Regeneration 
and Competitiveness 


Vol. 13, Special Issue, Winter 1992, 61-78 


The paper reviews two streams of work on the issue 
of industrial regeneration and competitiveness—that 
from within the management research field, and that 
from economists, economic historians, and political 
scientists. It is argued that these streams have in 
the past been independent but there is much to be 
gained by sharing insights from each and applying 
them to the process within firms of generating 
competitiveness for that firm. By using insights 
from the newly emerging institutionalist school it 
is possible both to explain national differences in 
competitiveness and generate useful ideas for the 
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managers of individual firms. The paper ends by 
setting out a research agenda, applying the insights 
from institutional analysis, for furthering our under- 
standing of the strategic processes available to 
managers for regenerating and enhancing the 
competitiveness of the individual firm. 


Franke, Richard H., Timothy W. Edlund and 
Frederick Oster, III 


The Development of Strategic Management: Journal 
Quality and Article Impact 


Vol. 11, No. 3, March-April 1990, 243-253 


Quality ratings of strategic management journals 
by experts correlate closely with objective quality 
measures of current article impact and cumulative 
journal influence. In part, journal quality seems 
determined by editors’ research stature. Over 12 
years, scholarly influence of strategic management 
periodicals has grown nearly three-fold, as two new 
journals directed to conceptual development of 
management as a whole have risen to prominence. 
Expansion of strategic management research and 
growth of its influence may be in response to 
challenges posed by the continuing crisis of mana- 
gerial and business performance. 


Franke, Richard H., Geert Hofstede and Michael 
H. Bond 


Cultural Roots of Economic Performance: A 
Research Note 


Vol. 12, Special Issue, Summer 1991, 165-173 


Cultural values, measured from Western and East- 
ern perspectives, are factors in economic perform- 
ance which explain more than half the cross- 
national variance in economic growth over two 
periods for samples of 18 and 20 nations. Perform- 
ance seems facilitated by Confucian dynamism - 
stressing thrift, perseverance, and _ hierarchical 
relatedness, but not traditions impeding innovation. 
Cultural individualism seems a liability, while the 
propensity for work in cohesive groups is an asset 
for economic performance. With business becoming 
more international, effective strategic management 
requires accounting for fundamental national differ- 
ences such as those of culture identified in this 
study. 


Galbraith, Craig S. and Gregory B. Merrill 


The Effect of Compensation Program and Structure 
on SBU Competitive Strategy: A Study of Tech- 
nology-Intensive Firms 


Vol. 12, No. 5, July 1991, 353-370 


In this paper we examine the impact various 
compensation programs have upon business level 
strategy for technology-intensive firms. Similarly, 
we examine the effect of centralization of R&D and 
non-R&D decision-making, formality of procedures, 
and SBU size on competitive strategy. Analysis of 
data from 79 SBUs suggests that there is a resource 
tradeoff between marketing-oriented strategies and 
R&D-oriented strategies, and that managers who 
operate under certain types of compensation pro- 
grams will tend to favor R&D/innovation strategies 
and capital investment over other alternatives. 
Structure and competitive position also appear to 
play a significant role in determining technology 
and investment strategy. 


Galbraith, Craig S., Gregory B. Merrill and George 
Morgan 


Bilateral Strategic Groups: The Market for Nontacti- 
cal Navy Information Systems 


Vol. 15, No. 8, October 1994, 613-626 


Although recent studies of strategic groups have 
provided much insight into the nature of intra- 
industry rivalry, most studies have focused on the 
strategies of seller firms. In this paper we argue 
that the bilateral exchange between groups of 
buyers and sellers in adjacent markets should be 
made explicit. Within this bilateral context, the 
market for nontactical Navy information systems is 
empirically examined. Strategic groups are 
developed for both seller and buyer industries, and 
the interaction between these groups is explored 
over time. In particular, two market interventions, 
the imposition of industrial funding procedures in 
1984 and a Life-Cycle requirement order in 1988, 
were examined with respect to their impact on 
seller/customer exchanges and vertical integration 
strategies. Significant changes in strategies were 
noted, and explained within a transaction cost 
framework. 





Garud, Raghu and Andrew H. Van De Ven 


An Empirical Evaluation of the Internal Corporate 
Venturing Process 


Vol. 13, Special Issue, Summer 1992, 93-109 


This paper develops a model of the internal 
corporate venturing process. The model explores 
conditions under which entrepreneurs are likely to 
continue with a course of action despite experiencing 
negative outcomes. Persisting with a course of 
action despite associated negative outcomes runs 
counter to trial-and-error learning behavior. We 
suggest that entrepreneurs are likely to continue 
with a course of action despite experiencing negative 
outcomes when the level of ambiguity is high and 
slack resources are available. In contrast, trial-and- 
error learning is likely to occur when either the 
level of ambiguity is low or when slack resources 
are not available. We examine these and other 
aspects of the venturing process with longitudinal 
data on the development of one venture. The data 
were collected over a 12-year period during the 
commercial development of cochlear implants within 
a large diversified corporation. The results support 
our core hypotheses on trial-and-error learning and 
action persistence while extending our understand- 
ing of associated processes. 


Garud, Raghu and Arun Kumaraswamy 


Changing Competitive Dynamics in Network Indus- 
tries: An Exploration of Sun Microsystems’ Open 
Systems Strategy 


Vol. 14, No. 5, July 1993, 351-369 


An integral part of competition is to deny rivals 
access to proprietary technical knowledge. Yet, Sun 
Microsystems provides rivals easy access to its 
technical knowledge and encourages them to enter 
its workstation market. This paper employs theoreti- 
cal insights on technological systems and network 
externalities to understand Sun’s open systems 
strategy. The paper also explores the changing 
nature of competition in network 
industries-industries characterized by network 
externalities and built around technological systems. 


Garud, Raghu and Praveen R. Nayyar 


Transformative Capacity: Continual Structuring by 
Intertemporal Technology Transfer 


Vol. 15, No. 5, June 1994, 365-385 
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The ability to maintain internally developed tech- 
nology over time is important for corporate vitality. 
We label this ability transformative capacity and 
suggest that it depends on how well a firm 
accomplishes three tasks, These tasks are: the 
choice of technologies, their maintenance over time, 
and their reactivation and synthesis when required. 
To establish the need for transformative capacity, 
we first discuss time lags in the development of 
technologies and markets to suggest that not all 
technologies developed by firms can be utilized 
immediately. We then examine dimensions of 
technological knowledge that affect knowledge 
transfer over time. Next, we build on the resource- 
based view of the firm to discuss how firms can 
create transformative capacity. The concluding 
discussion focuses on the implications of transforma- 
tive capacity for the analysis and management of 
technological investments as a way to maintain 
corporate vitality. 


Geroski, Paul and Tassos Viassopoulos 


The Rise and Fall of a Market Leader: Frozen 
Foods in the U.K. 


Vol. 12, No. 6, September 1991, 467-478 


This paper explores the nature of competitive assets 
that are based on control of part of a market’s 
infrastructure using a case study of the U.K. frozen 
food market. Following an argument due to Stigler, 
the thesis of the paper is that such assets are 
inherently transitory, and that positions of market 
leadership based on them tend to erode. This 
argument is consistent with the experiences of Birds 
Eye during the post-War period. 


Ghemawat, Pankaj and Joan E. Ricart i Costa 


The Organizational Tension between Static and 
Dynamic Efficiency 


Vol. 14, Special Issue, Winter 1993, 59-73 


Efficiency has been defined in at least two different 
ways: in terms of the refinement of existing product 
processes or capabilities (static efficiency) or the 
development of new ones (dynamic efficiency). This 
paper analyzes the organizational trade-off between 
these two forms of efficiency. It shows that there 
is a tendency towards extremes, and that the 
irreversibility of efficiency orientations tends to tip 
the balance to be struck between static and dynamic 
efficiency toward the latter. The paper also advances 
hypotheses about the industry, business and 
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corporate factors that mediate between the choice of 
a particular efficiency orientation and organizational 
performance. 


Ghoshal, Sumantra and D. Eleanor Westney 
Organizing Competitor Analysis Systems 
Vol. 12, No. 1, January 1991, 17-31 


Based on a detailed study of the competitor analysis 
(CA) systems in three large companies, this paper 
examines the assessments of the formal CA system 
by its members and its major users, the uses to 
which CA is put, and the organizational systems 
by which the function attempts to improve its 
contribution and strengthen its role. 


Ghoshal, Sumantra and Christopher A. Bartlett 


Linking Organizational Context and Managerial 
Action: The Dimensions of Quality of Management 


Vol. 15, Special Issue, Summer 1994, 91-112 


Organizational context is created and renewed 
through tangible and concrete management actions. 
The context, in turn, influences the actions of all 
those within the company. In this article, we 
elaborate this theme of an interactive development 
of context and action that, we argue, lies at the 
core of a company’s management process and is a 
key influencer of its performance. Based on a 
longitudinal field-study in one company, we identity 
discipline, stretch, trust and support as the primary 
dimensions of organizational context and we 
describe how each of these dimensions can be 
developed and how these dimensions, in turn, 
influence the levels of individual initiative, mutual 
cooperation and collective learning within compa- 
nies. Shaping the organizational context, we suggest, 
is the central task of general managers and we 
propose our model of context as a way to assess 
an organization’s quality of management. 


Gibbs, Philip A. 
Determinants of Corporate Restructuring: The 
Relative Importance of Corporate Governance, 


Takeover Threat, and Free Cash Flow 


Vol. 14, Special Issue, Summer 1993, 51-68 


This study seeks to estimate the relative importance 


of free cash flow, corporate governance, and 
takeover threat in determining financial and port- 
folio restructuring. The free cash flow hypothesis 


and agency theory prescriptions are used as the 
basis for developing a model of restructuring. A 
simple analysis of variance method is used to 
decompose restructuring transactions and outcomes 
into the three effects. The results support the 
hypothesis that financial and portfolio restructuring 
are motivated, in part, by agency costs. Decompo- 
sition of variances indicates that restructuring is 
equally explained by free cash flow and interaction 
of governance and takeover threat with free cash 
flow. 


Ginsberg, Ari 
Minding the Competition: From Mapping to Mastery 
Vol. 15, Special Issue, Winter 1994, 153-174 


Cognitive approaches to strategy have examined 
the subjective nature of business environments and 
competitive situations, but have failed to show how 
managerial mental models lead to superior economic 
performance. In contrast, resource-based views of 
strategy acknowledge the importance of managerial 
skills in creating economic rents, but have not 
examined the processes through which managerial 
cognitions lead to sustained competitive advantage. 
To address this deficit, this article develops a 
sociocognitive capability approach that integrates 
cognitive and economic theories. This approach: 
(1) identifies sociocognitive foundations of differen- 
tiation and cost; (2) examines how these foundations 
emerge from the process of strategy development; 
(3) explains how group capabilities influence this 
process; and (4) shows how human and organiza- 
tional resources give rise to group capabilities. The 
article concludes by discussing implications and 
directions for future research. 


Ginsberg, Ari and N. Venkatraman 


Investing in New Information Technology: The 
Role of Competitive Posture and Issue Diagnosis 


Vol. 13, Special Issue, Summer 1992, 37-53 


This paper investigates the influence of competitive 
posture and strategic issue diagnosis on firms’ 
investment in new information technology. We 
analyze responses to technological innovation of 
close to 300 tax-return preparation businesses 
confronted with the introduction of electronic filing 
in the market for tax-related services. Results of 
path analysis show that issue diagnosis indirectly 
provokes adoption of new technology by increasing 
the level of commitment to technological 





capabilities. Competitive posture, as reflected in 
firms’ efficiency and quality orientations, influenced 
adoption of newly available technology both directly 
and indirectly through issue interpretation. These 
findings suggest that competitive postures influence 
investment in new technology primarily by estab- 
lishing institutional rules for innovation rather than 
by conditioning the process of strategic issue 
diagnosis. 


Gioia, Dennis A. and Kumar Chittipeddi 


Sensemaking and Sensegiving in Strategic Change 
Initiation 


Vol. 12, No. 6, September 1991, 433-448 


This paper reports an ethnographic study of the 
initiation of a strategic change effort in a large, 
public university. It develops a new framework for 
understanding the distinctive character of the 
beginning stages of strategic change by tracking the 
first year of the change through four phases 
(labeled as envisioning, signaling, re-visioning, and 
energizing). This interpretive approach suggests 
that the CEO’s primary role in instigating the 
strategic change process might best be understood 
in terms of the emergent concepts of sensemaking 
and sensegiving. Relationships between these central 
concepts and other important theoretical domains 
are then drawn and implications for understanding 
strategic change initiation are discussed. 


Golden, Brian R. 


SBU Strategy and Performance: The Moderating 
Effects of the Corporate-SBU Relationship 


Vol. 13, No. 2, February 1992, 145-158 


This study suggests that the link between an SBU 
strategy and performance is moderated by the 
SBU’s relationship with corporate management. 
Information processing arguments suggest that this 
relationship, typically characterized by general 
measures of centralization, has been inappropriately 
conceptualized in prior research. An alternative 
view, one that considers which decisions and 
activities should be controlled by the individual 
SBU, is proposed and tested. The results of a study 
of 496 SBUs indicate that SBU performance is 
enhanced when: (I) SBUs with an external strategic 
orientation control environmental monitoring activi- 
ties and strategic decision analysis, and (2) SBUs 
with an intraorganizational orientation control those 
activities relating to operations. Weaker SBU 
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performance is associated with SBU control over 
those functions and activities not central to the 
SBU’s business strategy. Therefore, it is suggested 
that the corporate-SBU relationship can either 
facilitate or inhibit the implementation of the SBU’s 
intended strategy. 


Gomez-Mejia, Luis R. 


Structure and Process of Diversification, Compen- 
sation Strategy, and Firm Performance 


Vol. 13, No. 5, June 1992, 381-397 


This study tests six hypotheses on the extent 
to which a match between compensation and 
diversification strategies affects firm performance. 
Using both archival and survey data, results 
generally support the notion that a firm’s compen- 
sation strategies make a greater contribution to 
firm performance if these are attuned to extent and 
process of corporate diversification. The paper 
concludes with a set of recommendations for future 
research on compensation-diversification strategy 
relations and their interactive effect on firm 
performance. 


Goodstein, Jerry, Kanak Gautam and Warren 
Boeker 


The Effects of Board Size and Diversity on Strategic 
Change 


Vol. 15, No. 3, March 1994, 241-250 


This study examines an important potential conflict 
between the institutional, governance, and strategic 
functions of boards. We specifically test how higher 
levels of board size and diversity, traditionally 
associated with optimal institutional and governance 
performance of boards, affect the board’s ability 
to initiate strategic changes during periods of 
environmental turbulence. Our findings suggest that 
board diversity, in particular, may be a significant 
constraint on strategic change. 


Goold, Michael 


Design, Learning; and Planning: A Further Obser- 
vation on the Design School Debate 


Vol. 13, No. 2, February 1992, 169-170 


No summary given. 
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Goold, Michael and John J. Quinn 

The Paradox of Strategic Controls 

Vol. 11, No. 1, January 1990, 43-57 


This: paper reviews the literature on strategic 
controls. It summarizes the main theoretical argu- 
ments that have been put forward for establishing 
strategic control systems, and contrasts these argu- 
ments with evidence that suggests that few compa- 
nies in fact have a strategic control system in place. 
The paper then identifies some of the difficulties 
that may be associated with establishing a strategic 
control system, points up issues that require further 
empirical research, and suggests a framework for 
exploring a contingency theory concerning the sorts 
of businesses in which strategic control systems 
would be most and least valuable. 


Grant, Robert M. 


Porter’s Competitive Advantage of Nations: An 
Assessment 


Vol. 12, No. 7, October 1991, 535-548 


Porter’s Competitive Advantage of Nations is an 
important book which bridges the gap between 
strategic management and international economics 
while contributing substantially to both. Porter's 
analysis of the impact of national environment on 
international competitive performance demonstrates 
the potential for the theory of competitive strategy 
to rescue international economics from its slide into 
refined irrelevance, while simultaneously broaden- 
ing the scope of the theory of competitive strategy 
to encompass both the international dimension and 
the dynamic context of competition. Nevertheless, 
the breadth and relevance of Porter’s analysis have 
been achieved at the expense of precision and 
determinacy. Concepts are often ill defined, theor- 
etical relationships poorly specified, and empirical 
data chosen selectively and interpreted subjectively. 


Graves, Samuel B. and Nan S. Langowitz 


Innovative Productivity and Returns to Scale in the 
Pharmaceutical Industry 


Vol. 14, No. 8, November 1993, 593-605 


This study shows that firms in the pharmaceutical 
industry experience decreasing returns to scale in 
R&D as the level of R&D expenditures rises. The 
paper presents the results of our study of the 


innovative output of 16 pharmaceutical firms over 
a 19 year period. Given the strong correlation 
between R&D budgets and firm size, our study 
suggests the wave of mergers in the industry may 
yield less innovative productivity than managers 
expect. 


Grimm, Curtis M. and Ken G. Smith 


Management and Organizational Change: A Note 
on the Railroad Industry 


Vol. 12, No. 7, October 1991, 557-562 


Hypotheses which relate top-level managers’ age, 
years of company and industry service, and edu- 
cation to strategic change are studied with a sample 
of 855 managers from 27 railroads. Results generally 
support hypotheses that younger managers and 
those with less experience are more likely to 
alter their strategies with changing environmental 
conditions. 


Grinyer, Peter and Peter McKiernan 
Generating Major Change in Stagnating Companies 


Vol. 11, Special Issue, Summer 1990, 131-146 


Subsequent literature on both crisis-driven organiza- 
tional transitions and on strategic planning is related 
to Cyert and March (1963). High-level learning 


processes, leading ultimately to fundamental 
changes in corporate operations, beliefs and rules, 
are elaborated in a theoretical model. Propositions 
based on this are investigated empirically. 


Gruca, Thomas S. and Deepika Nath 


Regulatory Change, Constraints on Adaptation and 
Organizational Failure: An Empirical Analysis of 
Acute Care Hospitals 


Vol. 15, No. 5, June 1994, 345-363 


The advent of the Medicare prospective payment 
system (PPS) in 1983 affected individual general 
hospitals in varying degrees based on their revenue 
and cost structures. These same factors served to 
constrain a hospital’s ability to adapt to the post-PPS 
environment. The three constraints are based on 
the proportion of the hospital’s private-pay (non- 
Medicare/ Medicaid) patients, economies of scale 
and economies of scope among medical services. 
We test the relationship between these constraints 
and organizational failure in the Chicago area. 
Hospitals selected out of the new environment 





(1986-91) were at a significant relative disadvantage 
with respect to the proposed constraints. 


Guth, William D. and Ari Ginsberg 


Guest Editors’ Introduction: 


Entrepreneurship 


Corporate 


Vol. 11, Special Issue, Summer 1990, 5-15 
No summary given. 
Habib, Mohammed M. and Bart Victor 


Strategy, Structure, and Performance of U.S. 
Manufacturing and Service MNCs: A Comparative 
Analysis 


Vol. 12, No. 8, November 1991, 589-606 


This study analyzes the strategy-structure fit and 
its effect on the economic performance of 144 U.S. 
manufacturing and service multinational corpora- 
tions (MNCs). The results indicate that MNCs, 
itrespective of being services or manufacturing, 
choose their organization structure consistent with 
the theoretical fit prescription for the kind of 
strategy they are pursuing. However, the strategy- 
structure fit had no effect on service MNC economic 
performance. With manufacturing MNC, mixed 
results regarding the fit-performance linkage were 
found. Based on the findings, implications and 
directions for future research are suggested. 


Hagedoorn, John 


Understanding the Rationale of Strategic Tech- 
nology Partnering: Interorganizational Modes of 
Cooperation and Sectoral Differences 


Vol. 14, No. 5, July 1993, 371-385 


Interfirm strategic alliances appear to have become 
more important as a part of (international) business. 
In this contribution an attempt is made to clarify 
our understanding of the motives that lead firms 
to cooperate in their innovative efforts. Going 
beyond general theoretical statements and case 
studies, attention is paid to both sectoral differences 
in the motivation for partnerships as well as to 
contrasts in interorganizational features of tech- 
nology cooperation. Based on a large sample of 
alliances the analysis reveals some majcr differences 
regarding the research orientation of contractual 
arrangements and _ organizationally complex 
alliances. 
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Hagedoorn, John and Jos Schakenraad 


The Effect of Strategic Technology Alliances on 
Company Performance 


Vol. 15, No. 4, May 1994, 291-309 


Strategic technology partnering between firms has 
become a growing subject of interest to both 
companies experimenting with this mode of econ- 
omic organization and researchers from a wide 
variety of academic disciplines. In this study an 
effort is made to measure the effect of strategic 
technology partnering on companies engaged in 
such joint efforts. A study of the relevant literature 
on interfirm cooperation generates some basic 
understanding of this phenomenon, after which the 
empirical analysis is expanded with linear structural 
modeling of a number of relevant explanatory 
variables setting strategic partnering in a more 
complex environment. 


Hall, Ernest H., Jr. and Caron H. St. John 


A Methodological Note on Diversity Measurement 


Vol. 15, No. 2, February 1994, 153-168 


This research addresses the question, do categorical 
and continuous measures capture the same construct 
of diversity? Using analysis of variance, cluster 
analysis, and discriminant analysis, we investigated 
whether continuous measures (entropy and product 
count) differentiate between diversification categor- 
ies, whether continuous measures converted to 
categories and subjectively assigned categories 
classified companies similarly, and whether continu- 
ous and categorical measures predicted similar 
diversity-performance relationships. We concluded 
that the techniques were associated but did not yield 
the same performance predictions. For researchers 
investigating diversity-performance relationships, 
choice of measurement technique will influence 
research results. Our research results suggest that 
attempts to combine categorical and continuous 
techniques as a way to overcome the limitations of 
both methods is not appropriate. 


Hall, Richard 
The Strategic Analysis of Intangible Resources 
Vol. 13, No. 2, February 1992, 135-144 


Sustainable competitive advantage results from the 
possession of relevant capability differentials. The 
feedstock of these capability differentials is intan- 
gible resources which range from patents and 
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licenses, to reputation and know-how. A framework 
of intangible resources has been produced which 
formed the basis for a national survey of chief 
executives in the U.K. Some of the more significant 
findings of the survey were that: employee know- 
how and reputation are perceived as the resources 
which make the most important contribution to 
business success; and that for most companies 
operations is the most important area of employee 
know-how. This article argues, by means of both 
theoretical reasoning and empirical evidence, that 
the analysis of intangible resources should play a 
major role in the strategic management process. 


Hall, Richard 


A Framework Linking Intangible Resources and 
Capabilities to Sustainable Competitive Advantage 


Vol. 14, No. 8, November 1993, 607-618 


This article is concerned with the role of intangible 
resources in business strategy. In particular it is 
concerned with identifying the intangible sources 
of sustainable competitive advantage. Sustainable 
competitive advantage results from the possession 
of relevant capability differentials. Regulatory and 
positional capabilities are goncerned with intangible 
assets; functional and Cultural capabilities are 
concerned with competencies. A framework linking 
intangible resources to capabilities has been devised 
and is used as the basis of a new technique for 
identifying the relative contribution which the 
different intangible resources make to competitive 
advantage. The results of the use of this technique 
in six case studies are reported. 


Hambrick, Donald C., Marta A. Geletkanycz and 
James W. Fredrickson 


Top Executive Commitment to the Status Quo: 
Some Tests of its Determinants 


Vol. 14, No. 6, September 1993, 401-418 


Some top executives are more committed to the 
status quo - particularly to their organization’s 
current strategy and leadership profile - than are 
others. Most empirical research on upper echelons 
treats psychological phenomena as a black box - 
the unobserved intervening mechanisms - that causes 
associations between more observable executive 
characteristics and organizational outcomes. In 
contrast, this paper attempts to directly examine 
the determinants of an important element of an 
executive’s psychological orientation commitment 


to the status quo (CSQ). We focus on a select set 
of variables which have been posited in prior 
research as determinants of CSQ, but which have 
not been directly tested for such a relationship. 
Based on a large-scale survey methodology, results 
suggest that an executive’s tenure in an industry is 
a pronounced determinant of CSQ, and has 
significantly more impact than organizational tenure. 
As expected, the firm’s current performance was 
found to be positively related to CSQ; this 
relationship was stronger in high-discretion than 
in low-discretion industries. Finally, the project 
reaffirms a well known human tendency: incumbent 
CEOs tend to believe that their eventual successors 
should be just like them. 


Hamel, Gary 


Competition for Competence and Inter-Partner 
Learning Within International Strategic Alliances 


Vol. 12, Special Issue, Summer 1991, 83-103 


Global competition highlights asymmetries in the 
skill endowments of firms. Collaboration may 
provide an opportunity for one partner to internalize 
the skills of the other, and thus improve its position 
both within and without the alliance. Detailed 
analysis of nine international alliances yielded a 
fine-grained understanding of the determinants of 
interpartner learning. The study suggests that not 
all partners are equally adept at learning; that 
asymmetries in learning alter the relative bargaining 
power of partners; that stability and longevity may 
be inappropriate metrics of partnership success; 
that partners may have competitive, as well as 
collaborative aims, vis-a-vis each other; and that 
process may be more important than structure in 
determining learning outcomes. 


Hamilton, Robert T. and Yuen Kong Chow 


Why Managers Divest - Evidence from New 
Zealand’s Largest Companies 


Vol. 14, No. 6, September 1993, 479-484 


Chief Executives from New Zealand’s largest 
companies were surveyed to distinguish divesting 
and non-divesting companies, and to identify the 
relative importance of the factors and motives which 
led to the divestment of 208 business units in the 
period 1985 through 1990. The divesting companies 
were considerably larger and faster growing than 
non-divestors. The typical divestment was motivated 
by the need to convert unattractive assets into liquid 





form which could then be held to strengthen the 
balance sheet, or reinvested in either the core 
business or new areas. 


Hansen, Gary S. and Charles W. L. Hill 


Are Institutional Investors Myopic? A Time Series 
Study of Four Technology-Driven Industries 


Vol. 12, No. 1, January 1991, 1-16 


This paper examines the popular myth that managers 
in high-technology industries are altering their 
critical R&D investments in response to the 
short-term profit pressures of large institutional 
stockholders. The study entails an empirical examin- 
ation of the relationship between R&D spending 
and institutional ownership over a 10-year period 
for 129 firms based in four research-intensive 
industries. Contrary to the view that institutional 
investors are having a damaging effect on R&D 
spending, after controlling for intervening effects 
the results suggest that higher ievels of institutional 
ownership may be associated with greater R&D 
expenditures. A number of possible explanations 
for this finding are developed. 


Hart, Stuart and Catherine Banbury 


How Strategy-Making Processes Can Make a 
Difference 


Vol. 15, No. 4, May 1994, 251-269 


Strategy-making is usually portrayed in dichotomous 
terms: rational vs. incremental, or formulation vs. 
implementation. It may, however, be more valid 
to think of organizations as entities capable of 
developing resources and skills in multiple strategy- 
making process modes. This paper first develops 
measures to identify firms with different levels and 
types of strategy-making process capability then 
examines empirically their relationships to five 
dimensions of perceived performance, using data 
collected from a sample of 285 top-managers. 
Results indicate that firms with high process 
capability - the simultaneous use of multiple 
strategy-making process modes - outperform single- 
mode or less process-capable organizations. 


Heath, Chip, Marc Knez and Colin F. Camerer 


The Strategic Management of the Entitlement 
Process in the Employment Relationship 


Vol. 14, Special Issue, Winter 1993, 75-93 
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Over time, members of organizations develop 
entitlements - references about how they wish to 
be treated and beliefs about how they should be 
treated. The formation of entitlements is an 
important subject for strategy researchers because 
employees resist changes that violate their perceived 
entitlements; thus entitlements constrain an organi- 
zation’s ability to adapt quickly in a changing 
environment. In this paper, we use psychological 
research to propose a two-part model of entitlements 
formation: (i) Preference formation makes people 
likely to resist change because preferences adapt 
to experience, and thus change imposes painful 
losses; (ii) Belief formation leads to over- 
entitlement, and this produces resistance because 
employees perceive changes to be unfair or unjust. 
Over-entitlement happens because (a) psychological 
limitations in judgment and (b) strategic distortions 
in the character and content of information 
exchanged in relationships lead employees to 
perceive their entitlements as richer and more 
systematic than intended by the organization. 
Combined, the preference and belief formation 
processes can produce substantial resistance to 
change. In stable environments firms may have an 
incentive to allow entitlements to develop since 
they enhance employee security and commitment. 
However, in changing environments, entitlements 
constrain firms’ ability to mobilize resources to 
meet competitive challenges. After presenting our 
model of entitlement formation, we use the model 
to organize and analyze a set of suggestions about 
how the employment relationship might be managed 
to avoid problems of entitlement formation, thus 
enabling firms to adapt more effectively in a 
dynamic environment. 


Hedlund, Gunnar 


A Model of Knowledge Management and the N- 
Form Corporation 


Vol. 15, Special Issue, Summer 1994, 73-90 


A model of knowledge management is developed. It 
builds on the interplay between articulated and tacit 
knowledge at four different levels: the individual, the 
small group, the organization, and the interorganiza- 
tional domain. The model is applied on differences 
between Western and Japanese patterns of knowl- 
edge management. These are related to organiza- 
tional characteristics, such as employment systems, 
career patterns, and organization structure. Effec- 
tive knowledge management is argued to require 
departures from the logic of hierarchical 
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organization and the M-form structure. The alterna- 
tive N-form is characterized and suggested as more 
appropriate. It entails combination of knowledge 
rather than its division, which is the basic principle 
in the M-form. Other attributes of the N-form are: 
temporary constellations of people, the importance 
of personnel at lower levels, lateral communication, a 
catalytic and architectural role for top management, 
strategies aimed at focusing and economies of 
depth, and heterarchical structures. 


Heil, Oliver and Thomas S. Robertson 


Toward a Theory of Competitive Market Signaling: 
A Research Agenda 


Vol. 12, No. 6, September 1991, 403-418 


Competitive market signals are conceptualized as 
announcements or previews of potential actions 
intended to convey or to gain information from 
competitors. This paper develops a set of prop- 
ositions based on research in economics, social 
psychology, and marketing on the risk/reward trade- 
off in signaling, the receiver’s signal interpretation, 
and the receiver’s reaction alternatives. The overall 
objective is to develop a research agenda toward a 
theory of competitive market signaling. 


Henderson, Rebecca and Ian Cockburn 


Measuring Competence? Exploring Firm Effects in 
Pharmaceutical Research 


Vol. 15, Special Issue, Winter 1994, 63-84 


Renewed interest in the resource-based theory of 
the firm has focused attention on the role of 
heterogeneous organizational competence in compe- 
tition. This paper attempts to measure the import- 
ance of these effects in the context of pharmaceutical 
research. We distinguish between component and 
architectural competence, and using internal firm 
data at the program level from 10 major pharmaceut- 
ical companies show that together the two forms 
of competence appear to explain a_ significant 
fraction of the variance in research productivity 
across firms. Our results raise some intriguing 
questions about the nature of competencies and 
the ways in which they diffuse over time. 


Hennart, Jean-Francois and Young-Ryeol Park 


Location, Governance, and Strategic Determinants 


of Japanese Manufacturing Investment in the United 
States 


Vol. 15, No. 6, July 1994, 419-436 


A firm’s decision to manufacture abroad depends 
on location, governance, and strategic factors. 
Governance factors are firm-specific. In spite of 
this, most empirical studies of foreign direct 
investment (FDI) have been conducted at the 
industry level (making it impossible to look at firm- 
specific determinants), and only a handful have 
considered governance, location, and strategic fac- 
tors simultaneously. This paper is the first large 
sample study of the determinants of foreign direct 
investment at the product and firm-level. It examines 
the impact of location and governance factors, and 
of four types of strategic interactions, on a Japanese 
firm’s propensity to manufacture in the U.S. 
The results support the view that foreign direct 
investment is explained by location, governance, 
and strategic variables. Economies of scale and 
trade barriers encourage Japanese FDI in the U.S. 
The larger a Japanese firm’s R&D expenditures, 
the greater the probability it will manufacture in 
the U.S., but this is not the case for advertising 
expenditures. Some strategic factors are also 


important : Japanese firms with moderate domestic 
market shares have the highest propensity to invest 
in the U.S. There is evidence of follow-the-leader 
behavior between firms of rival enterprise groups, 


but none of exchange-of-threat between American 
and Japanese firms. Japanese investors are also 
attracted by concentrated and high-growth U.S. 
industries. 


Hill, Charles W. L. and Gary S. Hansen 


A Longitudinal Study of the Cause and Conse- 
quences of Changes in Diversification in the U.S. 
Pharmaceutical Industry 1977-1986 


Vol. 12, No. 3, March 1991, 187-199 


The paper hypothesizes that diversification by firms 
based in the pharmaceutical industry during the 
1977-86 time period was primarily undertaken to 
reduce the risks associated with being dependent 
upon a technologically dynamic environment. Con- 
sistent with this non-efficiency motive for diversifi- 
cation, declining economic performance is predicted. 
A longitudinal empirical analysis provides support 
for these propositions. 





Hill, Charles W. L., Peter Hwang and W. Chan 
Kim 


An Eclectic Theory of the Choice of International 
Entry Mode 


Vol. 11, No. 2, February 1990, 117-128 


The choice of entry mode into a foreign market 
has a major impact on the success of a firm’s 
international operations. However, the existing 
literature on the entry mode decision has either 
presented a list of considerations without identifying 
underlying constructs, or treated each entry decision 
in isolation. Here, a unifying framework is 
developed. This framework identifies three underly- 
ing constructs that influence the entry mode 
decision. These constructs are linked to consider- 
ations that have been previously discussed in the 
literature. It is argued that a firm’s choice of entry 
mode depends on the strategic relationship the firm 
envisages between operations in different countries. 
A particular entry decision cannot be viewed in 
isolation. It must be considered in relation to the 
overall strategic posture of the firm. Further, the 
paper argues that different variables often suggest 
different entry modes, and that resolving these 
differences involves accepting trade-offs. 


Hitt, Michael A., Robert E. Hoskisson and R. 
Duane Ireland 


Mergers and Acquisitions and Managerial Commit- 
ment to Innovation in M-Form Firms 


Vol. 11, Special Issue, Summer 1990, 29-47 


Acquisitive growth has become a highly popular 
strategy in recent years. Thus, more attention has 
been focused on its outcomes. This paper presents 
theory suggesting a trade-off between growth 
by acquisition and managerial commitment to 
innovation. The model developed herein proposes 
that the acquisition process, and the resulting 
conditions after the acquisition is consummated, 
affect managerial commitment to innovation. 
Specifically, the extent to which acquisitions serve 
as a substitute for innovation, energy and attention 
required during negotiations, increased use of 
leverage, increased size, and greater diversification 
may affect managers’ time and risk orientations. 
Because of these effects, managers may reduce 
their commitment to innovation. The implications 
of the relationships specified in the model are also 
examined. 
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Hitt, Michael A. and Beverly B. Tyler 


Strategic Decision Models: Integrating Different 
Perspectives 


Vol. 12, No. 5, July 1991, 327-351 


Different perspectives of strategic decision-making 
and outcomes have been advanced in the literature. 
Among those are the rational normative, external 
control, and strategic choice models. The current 
research examined hypothesized effects of factors 
associated with these three perspectives on strategic 
acquisition decisions. Strong support was found for 
the rational/analytical normative choice perspective 
with objective criteria explaining the greatest 
amount of total explained variance in evaluation of 
target firms. However, industry and executive 
characteristics also produced main effects on target 
firm evaluations. Furthermore, the strategic decision 
models were found to vary by industry and executive 
characteristics of age, educational degree type, 
amount and type of work experience, and level 
(CEO and below). The results suggest that strategic 
decision models are quite complex with significant 
implications for future research and for strategic 
decision-making. 


Hodgkinson, Gerard P. 


Development and Validation of the Strategic Locus 
of Control Scale 


Vol. 13, No. 4, May 1992, 311-317 


Previous studies investigating the role of locus of 
control beliefs in relation to strategy making 
behavior, organizational structure, performance and 
environment have employed the well known Rotter 
(1966) I-E scale. Unfortunately, however, this scale 
is beset by a number of problems which render it 
unsuitable for studies of business organizations, 
namely, that the items comprising the scale lack 
context-specificity and its well known tendency to 
correlate with measures of social desirability 
response set. This paper describes the development 
of a new measure designed to overcome these 
limitations. The measure, intended specifically for 
investigating locus of control beliefs in relation to 
issues of strategic management, assesses the extent 
to which respondents regard their own and other 
organizations’ strategic issues to be resolved by the 
systematic application of strategic management 
techniques (e.g., environmental analysis, strategic 
planning, etc.) or through external environmental 
forces (e.g., the actions of powerful competitors, 
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unforeseen chance events, etc.) largely beyond the 
control of organizations. Data are presented from 
two samples which indicate that the measure 
demonstrates acceptable reliability and construct 
validity. 


Hodgkinson, Gerard P. 


Doubts about the Conceptual and Empirical Status 
of Context-Free and Firm-Specific Control Expect- 
ancies: A Reply to Boone and De Brabander 


Vol. 14, No. 8, November 1993, 627-631 


Boone and De Brabander (1993) contend that 
Hodgkinson’s (1992) strategic locus of control scale 
will not lead to interesting research results and that 
researchers should continue to adopt the well 
known Rotter (1966) I-E scale. Central to their 
argument is the assertion that responses to domain- 
specific control expectancy scales, such as the 
strategic locus of control scale, largely reflect actors’ 
perceptions of their current circumstances, whereas 
responses to the I-E scale are a function of stable 
personality differences. In this reply the literature 
on the locus of control construct is briefly reviewed, 
in order to show that the accumulated empirical 
research evidence does not support the notion of 
generalized control expectancies as a simple uni- 
dimensional personality trait, but points overwhelm- 
ingly to the conclusion that control expectancies are 
more appropriately construed as a multidimensional, 
domain-specific, cognitive variable shaped by the 
combined effects of disposition, prior learning 
experiences, reinforcement histories and current 
circumstances. The rationale for the development 
of the strategic locus of control scale is further 
explained, in order to clarify a number of other 
misconceptions. 


Holland, Chris, Geoff Lockett and Ian Blackman 
Planning for Electronic Data Interchange 
Vol. 13, No. 7, October 1992, 539-550 


There is an abundance of literature about the 
impact of the new electronic communications 
technologies and most of the authors attest to its 
value and theoretical benefits. Many organizations 
are working in this area and producing novel 
implementations, but for the general company there 
is little that is of help in planning for these systems. 
In order to overcome this deficiency, this article 
presents a detailed analysis of electronic data 
interchange (EDI) undertaken by a large number 


of U.S. companies. The results suggest a model 
of strategic implementation which illustrates how 
factors such as the nature of markets and distribution 
channels, organizational structure and process and 
buyer power influence the implementation of EDI 
with suppliers and customers. Five generic EDI 
strategies have been identified and the impact of 
market share and it expertise on these are discussed. 
Finally, the authors give their views on some of 
the long-term issues and suggest some possible 
outcomes. 


Hoskisson, Robert E., Jeffrey S. Harrison and David 
A. Dubofsky 


Capital Market Evaluation of M-Form Implemen- 
tation and Diversification Strategy 


Vol. 12, No. 4, May 1991, 271-279 


Firm announcements of adoption of the multidivi- 
sional (M-form) structure are evaluated using 
stock market data and event methodology. Results 
indicate that investors positively value M-form 
adoption. Furthermore, some support is found for 
the hypothesis that firm diversification strategy 
(related versus unrelated) is contingently related to 
investors’ valuation of M-form implementation. 


Hoskisson, Robert E., Michael A. Hitt, Richard A. 
Johnson and Douglas D. Moesel 


Construct Validity of an Objective (Entropy) 
Categorical Measure of Diversification Strategy 


Vol. 14, No. 3, March 1993, 215-235 


This study measures the construct validity of an 
objective (entropy) approach to measurement of 
diversification strategy. Results indicate strong 
convergent, discriminant and criterion related 
validity for the entropy measure of diversification. 
In particular, support for the entropy measure of 
diversification strategy was demonstrated through 
associations with the Rumelt subjective measure of 
diversification (convergent validity); size, debt 
and R&D intensity (discriminant validity); and 
accounting and market-based performance (criterion 
related validity). Using structural equations 
modeling, the study reports strong standardized 
validity coefficients with a diversification factor 
(0.87 for the entropy and 0.94 for Rumelt’s 
measures). The objective (SIC count) measure 
exhibits a low standardized validity coefficient 
(0.44) with the diversification factor. In a 
discriminant validity test, 70 percent of the variance 
in the entropy measure is unique to diversification 





while only 2.8 percent and 7.6 percent are unique 
to leverage and size, respectively. However, only 
6.3 percent of the variance in the SIC count 
measure is unique to diversification. The study 
suggests that it may be more appropriate to use 
the diversification factor with both the entropy and 
Rumelt subjective measures for maximum accuracy 
(however, using either alone would be acceptable). 
Also, the results suggest that the SIC measure may 
be appropriate in more limited circumstances. 


Hoskisson, Robert E. and Richard A. Johnson 


Corporate Restructuring and Strategic Change: 
The Effect on Diversification Strategy and R&D 
Intensity 


Vol. 13, No. 8, November 1992, 625-634 


In the 1980s a number of large corporations 
restructured their diversified businesses through 
divestitures. It is hypothesized that restructuring 
activity focused on firms at intermediate levels of 
diversification (e.g., related-linked) which have a 
mixture of related and unrelated business units. 
Results confirm this hypothesis which explains that 
such mixed corporate strategies create organiza- 
tional and control inefficiencies in managing both 
related and unrelated types of business units. 
Restructured firms were also found to move towards 
two types of different internal capital markets 
(related and unrelated). Most restructuring firms 
moved toward lower levels of diversification (e.g., 
related-constrained), although some moved toward 
higher levels of diversification (e.g., unrelated 
business. Also, this study finds restructuring firms 
that changed their corporate strategy by reducing 
diversified scope increased their R&D intensity. 
Firms that restructured and increased their diversi- 
fied scope decreased R&D intensity. This result 
suggested a partial substitution between diversifi- 
cation and R&D activity. 


Hosmer, LaRue Tone 
Strategic Planning as if Ethics Mattered 


Vol. 15, Special Issue, Summer 1994, 17-34 


Ethics and the moral obligations of management 
were an accepted component in the planning process 
during the early development of Corporate Strategy 
as a field of study. It is proposed that ethics must 
be brought back into that planning process in order 
to build trust on the part of all of the stake- 
holders of the firm. Trust generates commitment. 
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Commitment ensures effort, and effort that is 
cooperative, innovative and strategically directed is 
essential for success in a competitive global econ- 
omy. Ethics should be central, not peripheral, to 
the overall management of the firm. 


Huff, James O., Anne S. Huff and Howard Thomas 


Strategic Renewal and the Interaction of Cumulative 
Stress and Inertia 


Vol. 13, Special Issue, Summer 1992, 55-75 


Strategic renewal is accomplished in large and 
small ways. This paper proposes a four phase 
characterization of how organizations move between 
state sustaining renewal and the more radical 
reconceptualizations that significantly alter organiza- 
tion activity. The argument juxtaposes inertia (or 
commitment to current strategy) and stress, the 
dissatisfactions that signal the need for renewal. To 
explore the details of this interaction, and its 
implications for the evolution of strategy over time, 
a formal model is developed. Quite plausible 
organization paths of renewal are simulated via the 
mode! which help illustrate our main theoretic 
arguments. 


Hunt, John W. 


Changing Pattern of Acquisition Behavior in Takeo- 
vers and the Consequences for Acquisition Processes 


Vol. 11, No. 1, January 1990, 69-77 


Since 1985 the U.K. and American corporate 
markets have been seeing, for the fourth time this 
century, boom conditions in the acquisition and 
merging of companies. Most predictions suggest 
this pattern will continue into the 1990s. Yet the 
failure of acquired companies remains at 50 per 
cent. In an attempt to understand this failure rate 
Kitching’s seminal work (1967, 1973) is used as a 
starting point. His hypothesized relationships for 
success or failure are tested against a recent U.K. 
study of 40 cases, and found to be insufficient to 
explain success or failure. A paradigm of contextual 
and process variables is proposed as a fuller 
explanation of the phenomenon. Finally, different 
contexts and different behavioral processes are 
suggested as more substantial explanations of 
outcomes. 
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Hurry, Dileep 


Restructuring in the Global Economy: The Conse- 


quences of Strategic Linkages between Japanese 
and U.S. Firms 


Vol. 14, Special Issue, Summer 1993, 69-82 


Global corporate restructuring often involves U. 
S. and Japanese alliance partners in interlinked 
portfolio choices. This paper develops theory 
and propositions that study U.S. and Japanese 
restructuring as a process of strategic choice, and 
introduces the concept of the restructuring profile. 
Japanese-U.S. strategic linkages create choices in 
the form of a call option on portfolio reconfiguration 
for the Japanese firm, and a put option on financial 
restructuring for its U.S. partner. While Japanese 
competition forms an initiating force for U-/S. 
restructuring, it also offers a source of capital for 
that purpose - a unique situation in which the 
Japanese firm is a part of both the problem and 
the solution in its U.S. partner’s restructuring. 


Hurry, Dileep, Adam T. Miller and E. H. Bowman 


Calls on High-Technology: Japanese Exploration 
of Venture Capital Investments in the United States 


Vol. 13, No. 2, February 1992, 85-101 


The strategic logic of Japanese high-technology 
venture capital investment reveals the existence of 
an implicit call option, or shadow option, on new 
technology. This option is exercised by further 
investment in product development, manufacturing 
and distribution. The process is described with 
reference to a comparative study of Japanese 
and U.S. venture capital firms. Similarities and 
differences between the two groups are reported, 
and a conceptual model of Japanese option strategy 
is formulated. The implications for our understand- 
ing of Japanese strategy and for strategic manage- 
ment theory are discussed. 


Ingham, Hilary and Steve Thompson 


Wholly-Owned versus Collaborative Ventures for 
Diversifying Financial Services 


Vol. 15, No. 4, May 1994, 325-334 


Recent empirical work has supported the Penrose- 
Teece view that firms diversify to exploit fully 
specific assets or capabilities. Where transactions 
costs permit, these economies of scope may be 


realized via input supply contracts among producers. 
However, asset specificities frequently create trans- 
actions costs which discourage market contracting 
and leave firms with a choice between collaborative 
ventures and wholly-owned new entry. This research 
uses the natural experiment of financial services 
deregulation to explore the collaborative-own entry 
choice for 292 new entries in 13 financial product 
markets. The results generally support our main- 
tained hypotheses that specificity encourages full 
ownership while collaboration is used to ease a 
resource constraint. 


Istvan, Rudyard L. 


A New Productivity Paradigm for Competitive 
Advantage 


Vol. 13, No. 7, October 1992, 525-537 


A decade of observed large differences in pro- 
ductivity driven competitive advantage cannot be 
explained by traditional productivity notions or 
conventional strategic analysis. We conclude on 
both empirical and theoretical grounds that most 
traditional sources of productivity have encountered 
diminishing marginal returns. Large competitive 
differences appear to arise from a new productivity 
source, nonlinear systems dynamics in business 
organizations. This has both theoretical and practical 
consequences for managing toward competitive 
advantage and requires a new approach to manage- 
ment, control, and organization. 


Itami, Hiroyuki and Tsuyoshi Numagami 


Dynamic Interaction between Strategy and Tech- 
nology 


Vol. 13, Special Issue, Winter 1992, 119-135 


There are at least three perspectives on the 
interaction between strategy and technology. The 
first focuses on the effect of current technology on 
current strategy of the firm, the second on the 
effect of current strategy on future technology, and 
the third on the effect of current technology on 
future strategy. The essence of these effects are 
respectively: strategy capitalizes on technology, 
strategy cultivates technology, and technology drives 
cognition of strategy. As we go from the first to 
the third, it becomes less conventional, less oriented 
to economics, more development-oriented and more 
process and organization-oriented. Past strategy 
research has been dominated by the first perspective 
and thus has been too narrow and static. This 
paper tries to rectify this imbalance. 





Ito, Kiyohiko and Vladimir Pucik 


R&D Spending, Domestic Competition, and Export 
Performance of Japanese Manufacturing Firms 


Vol. 14, No. 1, January 1993, 61-75 


This paper examines three factors influencing the 
export performances of Japanese manufacturing 
firms: R&D spending, domestic competitive pos- 
ition, and firm size. Export sales are positively 
associated with (1) R&D expenditures, (2) size of 
a firm, and (3) average R&D intensity of an 
industry. A firm’s export ratio is related to the size 
of the firm, but not to the firm’s and the industry’s 
R&D intensities. Follower firms are characterized 
by higher export ratios than market leaders. The 
results indicate a relationship between the patterns 
of domestic competition and the international 
competitiveness of Japanese firms. 


Ito, Kiyohiko and Elizabeth L. Rose 


The Genealogical Structure of Japanese Firms: 
Parent-Subsidiary Relationships 


Vol. 15, Special Issue, Summer 1994, 35-51 


We analyze the genealogical structure of large 
Japanese firms, with particular emphasis on the 
relationship between parent firms and spinoff 
subsidiaries. The wide use of spinoffs and subsidiar- 
ies in Japan provides for flexible organizational 
mutations that appear to facilitate increased com- 
petitiveness and offer the opportunity to obtain 
benefits through a deliberate separation of core 
competencies. We discuss a conceptual framework 
for the spinoff arrangement, the results of an 
exploratory empirical analysis of the relationship 
between parent and subsidiary organizations, and 
implications of the use of this organizational 
structure. We suggest the importance of a consider- 
ation of the genealogical aspects of large Japanese 
firms in strategy research. 


Jarillo, J. Carlos 

Comments on Transaction Costs and Networks 
Vol. 11, No. 6, October 1990, 497-499 

No summary given. 

Jarillo, J. Carlos and Jon I. Martinez 


Different Roles for Subsidiaries: 
Multinational Corporations in Spain 


The Case of 


Vol. 11, No. 7, November-December 1990, 501-512 
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A framework is proposed to characterize the 
different roles that subsidiaries of multinational 
corporations (MNCs) can play within the firm’s 
overall strategy. The framework is then applied to 
a sample of 50 Spanish subsidiaries of MNCs. These 
are found to be pursuing strategies consistent with 
the framework. At the same time, a strategic 
evolution is detected towards a closer integration 
of the subsidiaries with their parent group. It is 
hypothesized that changes in the Spanish sociopolit- 
ical context, especially the country’s entry into the 
European Economic Community, are fueling that 
process of strategic change. 


Jennings, Daniel F. and Samuel L. Seaman 


High and Low Levels of Organizational Adaptation: 
An Empirical Analysis of Strategy, Structure, and 
Performance 


Vol. 15, No. 6, July 1994, 459-475 


In this study, we have examined high and low 
levels of organizational adaptation to environmental 
change by analyzing strategy, structure, and per- 
formance relationships. Our results indicate that 
organizations with particular levels of adaptation 
tend to have specific strategy-structure arrangements 
which yield certain performance results. Organiza- 
tions with an optimum strategy-structure match 
tend to have higher performances. Implications for 
future research in organizational adaptation are 
discussed. 


Johansson, John K. and George S. Yip 


Exploiting Globalization Potential: 
Japanese Strategies 


U.S. and 


Vol. 15, No. 8, October 1994, 579-601 


This paper develops a model of global strategy that 
includes the constructs of industry globalization 
potential, the use of global strategy, the role of 
organization and management and the performance 
consequences of using global strategy. Propositions 
are developed as to why American and Japanese 
MNCs might differ in their perceptions of industry 
globalization potential, in their desired global 
strategy response, in their organizationally-derived 
ability to implement global strategy and in their 
resulting performance. The model and arguments 
are examined in extensive interviews with senior 
executives at 36 worldwide businesses belonging to 
some of the largest American and Japanese MNCs. 
Data are analyzed using a partial least squares 
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causal model. The results show that the Japanese 
firms have more globalized strategies than do 
the Americans, and that this factor affects their 
performance favorably. 


Johnson, Richard A., Robert E. Hoskisson and 
Michael A. Hitt 


Board of Director Involvement in Restructuring: 
The Effects of Board vs Managerial Controls and 
Characteristics 


Vol. 14, Special Issue, Summer 1993, 33-50 


Board of director involvement in restructuring 
reveals whether restructuring is brought on as an 
action by the board in its central oversight role or 
whether managers are pursuing positive strategic 
action or correction. Therefore, based on an 
integration of organization economics (agency the- 
ory and market for corporate control) and strategic 
management theory (internal control and strategic 
leadership contingencies), this research examines 
board involvement in restructuring. Board involve- 
ment is hypothesized to be contingent on the 
governance mechanisms used by the board to 
monitor top management, control emphasis used 
by managers to process strategic information and 
board and managerial characteristics. The basic 
premise of the paper is that, due to their oversight 
role, board members (especially outside directors) 
become involved in restructuring only when mana- 
gerial strategy implementation appears to be 
deficient. Top management team equity stakes are 
found to be negatively related to board involvement 
in restructuring, while outside director ownership 
is found to be positively related. Emphasis on 
strategic controls by managers was found to 
be negatively related to board involvement in 
restructuring. Top management team tenure and top 
management organizational tenure are negatively 
related to board involvement. Outsider represen- 
tation on the board is positively related to board 
involvement in restructuring, while board tenure 
was found to be unrelated. Results imply that 
incentives to monitor (ownership) and emphasis 
on strategic controls reinforced by higher top 
management team tenure result in less board 
involvement in restructuring. However, restructur- 
ing may be initiated by outsiders on the board 
when other governance and control mechanisms 
fail. This implies a substitution process between 
governance tactics (ownership vs. board monitoring) 
and internal controls (managerial vigilance). 


Jurkus, Anthony F. 


Requiem for a Lightweight: The Northrop F-20 
Strategic Initiative 


Vol. 11, No. 1, January 1990, 59-68 


This study focuses upon the recently discontinued F- 
20 program of the Northrop Corporation. Northrop’s 
strategic initiative is analyzed historically and 
comparatively, and the implications of the program 
failure are discussed with respect to government 
procurement policy, defense contracting, inter- 
national trade and arms transfer, and global 
competition in aerospace. 


Kashlak, Roger J. and Maheshkumar P. Joshi 


Core Business Regulation and Dual Diversification 
Patterns in the Telecommunications Industry 


Vol. 15, No. 8, October 1994, 603-611 


A firm is confronted with the separate decisions of 
product and international diversification. It is 
suggested that these postures are linked to external 
contingencies in firms who face core business 
regulation. A technique is developed to explain 
dual diversification patterns using evidence obtained 
from the new industry comprised of the Regional 


Bell Operating Companies (RBOCs). 
Keats, Barbara W. 


An Empirical Investigation of Strategic Investment 
Decision Models 


Vol. 12, No. 3, March 1991, 243-250 


Numerous authors have argued for the need to 
study the process of strategic decision making. In 
the present study a judgment capturing methodology 
is employed, to identify the specific structures of 
decision models and simplification heuristics in a 
series of strategic investment decisions. Implications 
of the results and suggestions for future research 
are discussed. 


Kent, David H. 


Joint Ventures vs. Non-Joint Ventures: An Empiri- 
cal Investigation 


Vol. 12, No. 5, July 1991, 387-393 


This paper describes a longitudinal empirical study 
comparing joint ventures and non-joint ventures in 
the petroleum industry as they compete for oil and 
gas leases. Results indicate that, while enjoying a 





significant advantage in market power, joint ven- 
tures do not perform any better than non-joint 
ventures at identifying potentially productive leases. 
Because of the higher payments made for these 
leases, the overall performance of joint ventures is 
significantly lower than that of non-joint ventures. 


Kesner, Idalene F. and Roy B. Johnson 


An Investigation of the Relationship between Board 
Composition and Stockholder Suits 


Vol. 11, No. 4, May-June 1990, 327-336 


In recent years lawsuits against corporate directors 
have increased dramatically. Moreover, many critics 
feel that with current shifts toward greater insider 
representation, the number will rise still more. This 
study examines the relationship between board 
composition and shareholder suits. The results 
indicate that, when compared to a control group, 
boards sued for failing to maintain their fiduciary 
responsibilities tended to have a greater proportion 
of inside directors. There was, however, no signifi- 
cant relationship between composition and suit 
outcomes. 


Kim, W. Chan and Renée A. Mauborgne 


Implementing Global Strategies: The Role of 
Procedural Justice 


Vol. 12, Special Issue, Summer 1991, 125-143 


While work in the field of global strategic manage- 
ment has largely focused on defining the content 
of effective global strategies and on prescribing 
winning strategic moves for multinationals, this 
research argues the importance of the process 
through which global strategies are generated, in 
particular the perceived procedural justice of that 
process. Drawing on the theoretical heritage of 
justice-based research, this study first explored the 
meaning of procedural justice by an investigation 
of the specific criteria used by subsidiary top 
managers to define what they perceive to be a fair 
process in global strategy-making. Second, the 
importance of procedural justice was assessed by 
an examination of its effects on the higher-order 
attitudes of commitment, trust, and social harmony 
as well as on the lower order attitude of outcome 
satisfaction in subsidiary top management. One of 
the central conclusions of the research is that the 
procedural justice of the global strategy generation 
process indeed affects commitment, trust, and social 
harmony as well as outcome satisfaction in subsidiary 
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top management, and hence provides a potentially 
powerful but, as yet, unexplored avenue for 
mobilizing the multinational’s global network of 
subsidiaries. 


Kim, W. Chan, Peter Hwang and Willem P. Burgers 


Multinationals’ Diversification and the Risk-Return 
Trade-Off 


Vol. 14, No. 4, May 1993, 275-286 


This paper advances a theoretical rationale to 
explain Bowman’s paradox (1980) that firms with 
high returns can have low risk. Here we draw on 
the rich body of international management research 
and argue that global market diversification, which 
provides firms with three distinct options and 
opportunities over domestic firms, can explain the 
high return-low risk profile. We also argue that no 
strong theoretical rationale exists in support of 
either related or unrelated product diversification 
generating such a favorable risk-return profile. By 
integrating both the product and the global market 
dimension of diversification into our analyses and 
by controlling for the industry effect, this paper 
sheds new light on the relationship between 
corporate diversification and the risk-return trade- 
off. The results of this research, which are based on 
the diversification experiences of 125 multinationals, 
reveal the strikingly important, though so far 
overlooked, role that global market diversification 
plays in the joint management of corporate risk 
and return. Global market diversification here 
reflects both the multiplicity of international market 
areas in which a firm operates and the distribution 
pattern of a firm’s industries across these multiple 
areas. 


Knez, Marc and Colin F. Camerer 


Creating Expectational Assets in the Laboratory: 
Coordination in Weakest-Link Games 


Vol. 15, Special Issue, Winter 1994, 101-120 


We study coordination games with multiple equilib- 
ria, in which players are penalized for picking 
numbers higher than the minimum anybody picks, 
and everyone prefers a larger minimum. Weakest- 
link games like this model organizational situations 
in which the worst component of a product or 
process determines its overall quality. In experimen- 
tal groups, the best equilibrium was 
reached infrequently. Aggregating two groups into a 
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larger one always hurt. We argue that players’ 
beliefs about what the minimum will be are an 
expectational asset (or liability) which is socially 
complex, linking organization-level behavior and 
the resource-based view of the firm. 


Kobrin, Stephen J. 


An Empirical Analysis of the Determinants of 
Global Integration 


Vol. 12, Special Issue, Summer 1991, 17-31 


The primary concern of this paper is the structural 
characteristics of an industry that generate returns 
to transnational integration: manufacturing scale 
economies and technological intensity. Integration 
is operationalized as intrafirm flows of resources. 
Intrafirm trade as a proportion of all international 
sales is used as an index of integration across 
56 manufacturing industries containing U.S.-based 
firms. Ordinary least-squares analysis of the determi- 
nants of integration-technological intensity, manu- 
facturing scale, advertising intensity, and inter- 
nationalization (as a control) reveals that 
technological intensity, advertising intensity and the 
control are significant and scale is not. I argue that 
technology is the primary determinant of cross- 
border integration and the importance of manufac- 
turing scale has been overemphasized, and conclude 
by discussing the implications of the increasing cost 
and complexity of technology for the state-based 
political system. 


Kogut, Bruce 


Country Capabilities and the Permeability of Bor- 
ders 


Vol. 12, Special Issue, Summer 1991, 33-47 


The history of international competition shows long 
cycles in country leadership. This paper argues that 
these cycles can be explained by differences in 
country capabilities, in terms of both technologies 
and organizing principles, which diffuse more slowly 
across than within national and regional borders. 
The country that innovates in best practices eventu- 
ally loses leadership, but not before increasing its 
wealth and claims on foreign assets and investments. 


Kuratko, Donald F., Ray V. Montagno and Jeffrey 
S. Hornsby 


Developing an Intrapreneurial Assessment Instru- 
ment for an Effective Corporate Entrepreneurial 
Environment 


Vol. 11, Special Issue, Summer 1990, 49-58 


The implementation of corporate entrepreneuring 
Or intrapreneurship is becoming an important 
activity for growth-oriented businesses. However, 
very little empirical research exists that attempts to 
measure the effectiveness of an environment or 
culture for the implementation of intrapreneurial 
ideas. This study attempted to assess the factor 
structure of intrapreneurship culture through the 
development of the intrapreneurship assessment 
instrument (IAI). This instrument was used to assess 
the effectiveness of an ongoing intrapreneurship 
training program in a Fortune 500 company. 


Lambert, Richard A., David F. Larcker and Keith 
Weigelt 


How Sensitive is Executive Compensation to Organi- 
zational Size? 


Vol. 12, No. 5, July 1991, 395-402 


Prior empirical research has documented a large 
cross-sectional correlation between the level of 
executive pay and firm size. In contrast, this paper 
examines the association between percentage 
changes in executive compensation and percentage 
changes in organizational size. We analyze compen- 
sation and size data for executives at several levels 
of the corporate hierarchy for a sample of 303 
firms. Our results indicate that the correlation 
between compensation and size is much smaller, 
although still statistically significant, in changes 
than in levels. This suggests that changes in an 
executive’s compensation are not primarily driven 
by changes in organizational size. 


Lant, Theresa K. and Stephen J. Mezias 


Managing Discontinuous Change: A Simulation 
Study of Organizational Learning and 
Entrepreneurship 


Vol. 11, Special Issue, Summer 1990, 147-179 


Established firms face the challenge of managing 
entrepreneurial strategies in order to respond 
effectively to major environmental changes. This 
paper uses a simulation methodology to explore 
effectiveness of several entrepreneurial strategies in 





established organizations when they are faced with 
a fundamental restructuring of their environment. 
The simulated organizations are characterized by 
high and low levels of entrepreneurial activity and 
three types of entrepreneurial strategies: fixed, 
imitative and adaptive. The behavior of these 
organizations is guided by the assumptions of an 
organizational learning model. The results of the 
simulation indicate, that, given the assumptions of 
a learning model, there are several lessons that 
established organizations should consider in manag- 
ing entrepreneurial strategy. First, there are 
important organizational implications under differ- 
ent levels of ambiguity. Second, lessons learned 
from past experience can often result in learning 
traps when the environment changes. Finally, 
conceptualizing organizations as characterized by 
different entrepreneurial strategies and different 
levels of entrepreneurship provides a theoretically 
useful description of differential outcomes in terms 
of performance, growth, and the probability of 
failure. 


Lant, Theresa K., Frances J. Milliken and Bipin 
Batra 


The Role of Managerial Learning and Interpretation 
in Strategic Persistence and Reorientation: An 
Empirical Exploration 


Vol. 13, No. 8, November 1992, 585-608 


This study uses a managerial learning framework 
to build and test a model of the decision-making 
process that drives decisions to strategically reorient 
an organization. The model examines the effect of 
past performance, managerial interpretations, and 
top management team characteristics on the likeli- 
hood of strategic reorientation in two distinct 
environmental contexts. The results indicate that 
poor past performance, environmental awareness, 
top management team heterogeneity, and CEO 
turnover increased the likelihood of reorientation. 
There are some differences in the ways in which 
these variables affect reorientation across the two 
environmental contexts. Poor past performance was 
more strongly associated with reorientation in 
the stable environments than in the turbulent 
environment. The tendency to make external 
attributions for poor performance outcomes 
decreased the likelihood of reorientation in the 
turbulent environment, but not in the stable 
environment. 
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Lawless, Michael W. and Linda K. Finch Tegarden 


Choice and Determinism: A Reply 


Vol. 11, No. 7, November-December 1990, 575-577 


Hrebiniak and Joyce (1985) present a model of 
organizational adaptation in which environmental 
determinism and strategic choice are orthogonal. 
Lawless and Finch (1989) find empirical support 
for Hrebiniak and Joyce’s four choice-determinism 
combinations and mixed support for propositions 
concerning strategies that perform best in each. 
The note, Choice and Determinism: A Comment, 
relates social learning theory to the Hrebiniak and 
Joyce framework, based on the position that this 
theory is a useful way to describe the process 
of organizational adaptation. Fundamentally, the 
comment puts two arguments on the table. In order 
of importance they are: (1) The adaptation process 
is only broadly defined by Hrebiniak and Joyce or 
Lawless and Finch. Yet it is important to understand 
the choice-determinism interaction. The comment 
recommends social learning theory (Wood and 
Bandura, 1989) as an elaboration. (2) The process 
of adaptation is interactive and ought to be studied 
longitudinally. These two arguments are discussed 
in turn as a possible contribution to choice- 
determinism research. 


Leonard-Barton, Dorothy 


Core Capabilities and Core Rigidities: A Paradox 
in Managing New Product Development 


Vol. 13, Special Issue, Summer 1992, 111-125 


This paper examines the nature of the core 
capabilities of a firm, focusing in particular on 
their interaction with new product and process 
development projects. Two new concepts about 
core capabilities are explored here. First, while 
core capabilities are traditionally treated as clusters 
of distinct technical systems skills, and managerial 
systems, these dimensions of capabilities are deeply 
rooted in values, which constitute an often over- 
looked but critical fourth dimension. Second, 
traditional core capabilities have a down side that 
inhibits innovation, here called core rigidities. 
Managers of new product and process development 
projects thus face a paradox: how to take advantage 
of core capabilities without being hampered by 
their dysfunctional flip side. Such projects play an 
important role in emergent strategies by highlighting 
the need for change and leading the way. Twenty 
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case studies of new product and process development 
projects in five firms provide illustrative data. 


Levinthal, Danie! A. and James G. March 
The Myopia of Learning 
Vol. 14, Special Issue, Winter 1993, 95-112 


Organizational learning has many virtues, virtues 
which recent writings in strategic management 
have highlighted. Learning processes, however, are 
subject to some important limitations. As is 
well-known, learning has to cope with confusing 
experience and the complicated problem of balanc- 
ing the competing goals of developing new knowl- 
edge (i.e., exploring) and exploiting current com- 
petencies in the face of dynamic tendencies to 
emphasize one or the other. We examine the ways 
organizations approach these problems through 
simplification and specialization and how those 
approaches contribute to three forms of learning 
myopia, the tendency to overlook distant times, 
distant places, and failures, and we identify some 
ways in which organizations sustain exploration in 
the face of a tendency to overinvest in exploitation. 
We conclude that the imperfections of learning are 
not so great as to require abandoning attempts to 
improve the learning capabilities of organizations, 
but that those imperfections suggest a certain 
conservatism in expectations. 


Levinthal, Daniel A. and Jennifer Myatt 


Co-Evolution of Capabilities and Industry: The 
Evolution of Mutual Fund Processing 


Vol. 15, Special Issue, Winter 1994, 45-62 


The resource view of the firm has made substantial 
progress in identifying what attributes of a firm 
may provide a source of competitive advantage; 
however, the literature has far less to say about 
the emergence of these distinctive capabilities. We 
develop a simple framework based on the role 
of positive feedback effects of market activity, 
organizational factors that cause a firm to focus on 
a particular capability trajectory, and lastly the role 
of managerial choice with respect to anticipated 
feedback effects, which we term feedforward effects. 
We apply this framework to the emergence of 
competitive positions in the mutual fund-processing 
business from its inception to 1984. 


Levy, David 


Chaos Theory and Strategy: Theory, Application, 
and Managerial Implications 


Vol. 15, Special Issue, Summer 1994, 167-178 


This paper argues that chaos theory provides a 
useful theoretical framework for understanding the 
dynamic evolution of industries and the complex 
interactions among industry actors. It is argued that 
industries can be conceptualized and modeled as 
complex, dynamic systems, which exhibit both 
unpredictability and underlying order. The relevance 
of chaos theory for strategy is discussed, and a 
number of managerial implications are suggested. 
To illustrate the application of chaos theory, a 
simulation model is presented that depicts the 
interactions between a manufacturer of computers, 
its suppliers, and its market. The results of 
the simulation demonstrate how managers might 
underestimate the costs of international production. 
The paper concludes that, by understanding indus- 
tries as complex systems, managers can improve 
decision making and search for innovative solutions. 


Lewis, Pam and Howard Thomas 


The Linkage between Strategy, Strategic Groups 
and Performance in the U.K. Retail Grocery 
Industry 


Vol. 11, No. 5, September 1990, 385-397 


This paper focuses upon the performance 
consequences of strategic groups membership in a 
specific context, namely, the U.K. retail grocery 
industry. Alternative grouping procedures indicate 
that performance differences exist across groups - in 
line with theoretical expectations - for some of the 
multiple indicators of performance used in the 
study, specifically ROS (return on sales) but not 
ROCE (return on capital employed) or PER ( price- 
earnings ratio). A discriminant analysis model 
demonstrates that the strategic dimensions identified 
from in-depth industry analysis are good 
performance discriminators. The results generally 
indicate that strategic groups are useful constructs 
for studying industry structure and competitive 
strategy, but that they generally do not explain 
performance differences. This is in line with the 
results of more recent studies, e.g., Cool and 
Schendel (1987) and Fiegenbaum (1987), which 
show limited evidence of performance differences 
suggesting perhaps that the unit of analysis for 
examining performance differences should be at the 





level of the firm. The study also shows that there 
are consistent patterns present in the positioning 
of the main strategic groups within the industry. 


Long, William F. and David J. Ravenscraft 
LBOs, Debt and R&D Intensity 
Vol. 14, Special Issue, Summer 1993, 119-135 


This paper deals with the impact of debt on R&D 
intensity for firms undergoing a leveraged buyout 
(LBO). We develop seven hypotheses based on 
capital market imperfection theories and agency 
theory. To test these hypotheses, we compare 72 
R&D performing LBOs with 3329 non-LBO control 
observations and 126 LBOs with little or no R&D 
expenditures. The regressions yield four statistically 
significant major findings. First, pre-LBO R&D 
intensity is roughly one-half of the overall manufac- 
turing mean and two-thirds of the firm’s industry 
mean and two-thirds of the firm’s industry mean. 
Second, LBOs cause R&D intensity to drop by 40 
percent. Third, large firms tend to have smaller 
LBO-related declines in R&D intensity. Fourth, 
R&D intensive LBOs outperform both their non- 
LBO industry peers and other LBOs without R&D 
expenditures. 


Lubatkin, Michael H. and Sayan Chatterjee 


The Strategy-Shareholder Value Relationship: Test- 
ing Temporal Stability across Market Cycles 


Vol. 12, No. 4, May 1991, 251-270 


This study examines the stability of the relationship 
between diversification and shareholder value across 
contiguous time periods, organized so as to highlight 
three distinct market cycles. By defining value 
as a two-dimensional construct, separating the 
concurrent economic phenomena of cycle and trend, 
and controlling for other factors that influence risk 
and return, this study finds that the best way 
to protect shareholder value against economic 
downturns is to diversify in a manner such that all 
of one’s eggs are in similar baskets’. 


Lubatkin, Michael H., Hemant Merchant and 
Narasimhan Srinivasan 


Construct Validity of Some Unweighted Product- 
Count Diversification Measures 


Vol. 14, No. 6, September 1993, 433-449 


Construct validities are assessed for three simple- 
to-compute, unweighted, SIC-based continuous 
diversification measures and a recently proposed 
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two-dimensional, SIC-based categorical diversifi- 
cation measure. Two of the three continuous 
measures are found to correspond strongly to 
Rumelt’s categorical measures, suggesting that these 
two objective and easy-to-calculate measures are 
better suited for large sample, strategy research 
than has previously been assumed. No support is 
found for the two-dimensional measure. 


MacCrimmon, Kenneth R. 
Do Firm Strategies Exist? 
Vol. 14, Special Issue, Winter 1993, 113-130 


The central issues addressed in this paper are what 
it means for strategies to exist and for strategies to 
change. The concept of strategy is developed 
progressively as a coordinated series of actions, 
having a comprehensive scope, and being conditional 
on environmental events and actions of others. 
Strategies can be inferred from decisions as well as 
being stated by top management and can be 
described in both structured categories as well as 
in unstructured terms. The framework is utilized 
to provide guidelines for studying changes in 
strategies. An analysis of key empirical studies 
demonstrates the difficulties in answering the 
question of whether firm strategies exist. 


MacMillan, Ian C. 
The Emerging Forum for Business Policy Scholars 
Vol. 12, No. 2, February 1991, 161-165 


This note is a follow-up on two others, published 
in 1987 and 1989. A sample of tenured business 
policy scholars, with significant track records in 
publishing, rated key management journals with 
respect to their appropriateness as outlets for 
scholarly research in the business policy field. The 
results of the survey are reported. 


Mahoney, James M. and Joseph T. Mahoney 


An Empirical Investigation of the Effect of Corpor- 
ate Charter Antitakeover Amendments on Stock- 
holder Wealth 


Vol. 14, No. 1, January 1993, 17-31 


This paper tests competing theoretical explanations 
for the passage of corporate charter antitakeover 
amendments. The managerial entrenchment hypoth- 
esis suggests that antitakeover amendments 
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are adopted by incumbent management to obtain 
job security at stockholders’ expense. An alternative 
hypothesis is that antitakeover amendments are 
proposed in order to enable the management of 
the target firm to extract a higher price from the 
bidding firm and thereby benefit stockholders. Our 
event study from a sample of 409 firms that adopted 
antitakeover amendments in the 1974-88 period 
indicates a strongly negative effect on stockholder 
wealth, in support of the managerial entrenchment 
hypothesis that antitakeover amendments are 
adopted by managers at the expense of stockholders. 


Mahoney, Joseph T. 


The Choice of Organizational Form: Vertical 
Financial Ownership versus Other Methods of 
Vertical Integration 


Vol. 13, No. 8, November 1992, 559-584 


Vertical integration is a fundamental corporate 
strategy of interest to the fields of strategic 
management and organizational economics. This 
paper synthesizes theoretical arguments and empiri- 
cal findings from this literature to identify the 
underlying advantages and disadvantages of choos- 
ing vertical financial ownership relative to vertical 
contracts. It then suggests that in the absence of 
agency and transaction costs, vertical financial 
ownership and vertical contracting are equivalent 
governance structures for achieving corporate objec- 
tives. However, given a world of positive agency 
and transaction costs, the key theoretic question 
then becomes predicting when market mechanisms 
are sufficient, when intermediate forms of vertical 
contracting become necessary, and when vertical 
financial ownership becomes the preferred govern- 
ance structure. The concluding section of the paper 
provides a framework for making this analysis based 
on a synthesis of agency and transaction costs 
ecenomicss. 


Mahoney, Joseph T. and J. Rajendran Pandian 


The Resource-based View within the Conversation 
of Strategic Management 


Vol. 13, No. 5, July 1992, 363-380 


The resource-based approach is an emerging frame- 
work that has stimulated discussions between 
scholars from three research perspectives. First, 
the resource-based theory incorporates traditional 
strategy insights concerning a firm’s distinctive 


competencies and heterogeneous capabilities. The 
resource-based approach also provides value-added 
theoretical propositions that are testable within 
the diversification strategy literature. Second, the 
resource-based view fits comfortably within the 
organizational economics paradigm. Third, the 
resource-based view is complementary to industrial 
organization research. The resource-based view 
provides a framework for increasing dialogue 
between scholars from these important research 
areas within the conversation of strategic manage- 
ment. Resource-based studies that give simultaneous 
attention to each of these research programs are 
suggested. 


Markides, Constantinos C. and Peter J. Williamson 


Related Diversification, Core Competencies and 
Corporate Performance 


Vol. 15, Special Issue, Summer 1994, 149-165 


Despite nearly 30 years of academic research on 
the benefits of related diversification, there is still 
considerable disagreement about precisely how and 
when diversification can be used to build long-run 
competitive advantage. In this paper we argue that 
the disagreement exists for two main reasons: (a) 
the traditional way of measuring relatedness between 
two businesses is incomplete because it ignores the 
strategic importance and similarity of the underlying 
assets residing in these businesses, and (b) the way 
researchers have traditionally thought of relatedness 
is limited, primarily because it has tended to equate 
the benefits of relatedness with the static exploitation 
of economies of scope (asset amortization), thus 
ignoring the main contribution of related diversifi- 
cation to long-run, competitive advantage; namely 
the potential for the firm to expand its stock of 
strategic assets and create new ones more rapidly 
and at lower cost than rivals who are not diversified 
across related businesses. An empirical test supports 
our view that strategic relatedness is superior to 
market relatedness in predicting when related 
diversifiers outperform unrelated ones. 


Marlin, Dan, Bruce T. Lamont and James J. 
Hoffman 


Choice Situation, Strategy, and Performance: A 
Reexamination 


Vol. 15, No. 3, March 1994, 229-239 





This study further examines strategy and perform- 
ance relationships between and within situations 
of varying strategic choice and environmental 
determinism. Contrary to Lawless and Finch’s 
(1989) previous test of Hrebiniak and Joyce’s 
(1985) dynamic, interactive view of organizational 
adaptation, the results are more in line with the 
theory. Some discrepancies are found, however, 
suggesting useful issues and hypotheses for future 
research. 


Marshall, Cheri T. and Robert D. Buzzell 


PIMS and FTC Line-of-Business Data: A Compari- 
son 


Vol. 11, No. 4, May-June 1990, 269-282 


The PIMS data base and the FTC Line-of Business 
data base have both been widely used in industrial 
organization research and business strategy research, 
However, both data bases have been criticized 
because of their sample compositions, their measure- 
ment methodologies, and the underlying data 
structures. This study was designed to explore the 
issues that have been raised about the two data 
sets by comparing findings produced by them. Since 
criticisms of the two data sets are dissimilar, it is 
highly unlikely that comparable results would be 
obtained if the quality of either or both data sets 
was deficient. This study shows that the data sets 
generally produce highly comparable descriptive 
and relational results. However, a number of 
disagreements do arise, and these are traced to 
idiosyncratic causes, rather than to the kinds of 
systematic shortcomings suggested by critics. 


Mascarenhas, Briance 
First-Mover Effects in Multiple Dynamic Markets 
Vol. 13, No. 3, March 1992, 237-243 


A study of first-mover effects in semi-submersible 
oil-drilling suggests that first-entrants in inter- 
national markets maintain higher market share after 
controlling for market localization and life cycle. 
Examining only surviving entrants at a point 
in time inflates this pioneering market share 
relationship. Pioneering has an inter-market effect 
on market share, greater than the intra-market effect. 
Multinational firms may use market pioneering to 
resist localization pressures and enhance survival in 
foreign markets. The study suggests the importance 
of careful first-mover identification and market 
definition, a wider examination of first-mover effects 
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over multiple markets, and control for measuring 
timing. 


Mascarenhas, Briance 


Order of Entry and Performance in International 
Markets 


Vol. 13, No. 7, October 1992, 499-510 


The inter-market and intra-market order of entry 
and their performance consequences are examined 
for an industrial product. First entrants consist 
typically of both multinational and local firms, 
while early followers are multinational firms, and 
later entrants are smaller, local firms. A strong 
order of entry-market share relationship is observed 
in international markets. First entrants and later 
entrants outsurvive early followers. The analysis 
reveals a strategy for achieving both first-entry into 
many markets and dominance within those markets. 
Simultaneous entry into multiple markets occurs 
infrequently and in mature stages of the product 
life-cycle. 


McDougall, Patricia and Richard B. Robinson, Jr. 
(1990, see page 69) 


McDougall, Patricia Phillips, Jeffrey G. Covin, 
Richard B. Robinson, Jr. and Lanny Herron 


The Effects of Industry Growth and Strategic 
Breadth on New Venture Performance and Strategy 
Content 


Vol. 15, No. 7, September 1994, 537-554 


A sample of 123 independent new ventures was 
classified into four industry growth/strategic breadth 
categories. High growth industry environments were 
found to provide a favorable environment for new 
ventures to achieve sales growth; however, the 
highest sales growth rates were exhibited by new 
ventures pursuing broad breadth strategies in high 
growth industries. One-way ANOVA and contrast 
tests were also used to identify whether specific 
strategic variabies varied across the four industry 
growth/strategic breadth combinations. New 
ventures in high growth industries chose to enter 
on a larger, more aggressive scale and placed more 
emphasis on new product development than those 
entering low growth industries. Broad breadth 
strategy ventures had higher levels of advertising 
and promotion expenses and placed greater 
emphasis on the dominance of marketing expertise 
in their top management team, developing new 
channels of distribution, and on brand name 
recognition. Ventures pursuing focus strategies 
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emphasized specialty products and were less cost 
conscious. 


McGrath, Rita Gunther, Ian C. MacMillan and 
Michael L. Tushman 


The Role of Executive Team Actions in Shaping 
Dominant Designs: Towards the Strategic Shaping 
of Technological Progress 


Vol. 13, Special Issue, Winter 1992, 137-161 


The purpose of this paper is to argue that the 
destiny of the firm is closely linked to the evolution 
of product class in the industry and show that 
product-class evolution is driven by the variation, 
retention and selection of dominant designs in the 
context of lumpy markets. The paper demonstrates 
that business strategy decisions cannot be under- 
taken without an intimate understanding of the 
relationship between the firm’s technology trajectory 
and the opportunity space created by lumpiness in 
the market. The paper identifies where the major 
choices facing the executive team, and the processes 
they implement in response, significantly influence 
the scope direction and quality of technology 
strategy decisions. 


Melin, Leif 
Internationalization as a Strategy Process 
Vol. 13, Special Issue, Winter 1992, 99-118 


This paper critically reviews the field of international 
business research. The field is characterized by 
considerable intellectual diversity, where theoretical 
focus is blurred by the multidisciplinary nature of 
the field. The review focuses on three themes that 
help shed light on internationalization as a strategy 
process; stage models of observation, studies of the 
link between strategy and structure in MNCs, and 
studies of administrative processes in MNCs and 
recent organizational models for MNCs. Sequential 
Stages models are too deterministic and stress only 
early stages of internationalization. Conceptual. 
contributions from research on structures following 
strategies have a very static character. Research on 
management processes in MNCs have a 
questionable empirical base and normative bent. 
Three key themes for future research on 
internationalization as a process are suggested. 
These themes, dealing with major omissions and 
weaknesses identified in the review, are: the study 
of acquisition processes and internationalization, 
the study of dynamic processes in MNC, and the 


study of internationalization processes in their outer 
contexts. 


Merten, Peter P. 
Loop-Based Strategic Decision Support Systems 
Vol. 12, No. 5, July 1991, 371-386 


This paper gives an introduction to a recently 
developed strategic decision support methodology, 
which makes it possible to represent rule-setting 
and rule-fulfilling decision-making processes in 
companies with their structural and behavioral 
differences. This new methodology also allows us 
to simulate evolutionary processes in company 
systems based on these two forms of decision- 
making. The new strategic decision support method- 
ology combines the continuous feedback loop 
concept of system dynamics with discontinuous 
logical loops, which we call spiral loops. The spiral 
loop concept, which is based on new developments 
in evolutionary theory and in the field of artificial 
intelligence, is used to represent the rule-setting 
strategic decisions, which generate qualitative 


change and evolution. The continuous feedback 
loop concept is used to model the rule-fulfilling 
policy decisions of companies, which can generate 


quantitative changes in interaction processes. In 
order to demonstrate how loop-based strategic 
decision support systems work in principle we show 
the portfolio simulation model, which helps us to 
explain and to design the evolution of multibusiness 
firms in duopoly markets. 


Meyer, Alan D., Geoffrey R. Brooks, and James B. 
Goes 


Environmental Jolts and Industry Revolutions: 
Organizational Responses to Discontinuous Change 


Vol. 11, Special Issue, Summer 1990, 93-110 


The organizational change literature contains diverse 
characterizations of change processes with contradic- 
tory implications for strategic managers. 
Many inconsistencies are resolved by classifying 
models of organizational change according to the 
primary mode of change (continuous or 
discontinuous) and the primary level at which 
change occurs (organization or industry) to yield 
four basic types of change: adaptation, 
metamorphosis, evolution, and revolution. These 
types influence organizations’ adaptive responses, 
shape industries’ competitive structures, and 
constrain researchers’ methods of inquiry. This 





paper identifies a gap in the literature: theory 
and research focusing on discontinuous changes 
occurring at the industry level of analysis. A 
perspective on this type of change is developed, 
and applied in a historical analysis of the hospital 
industry. Data from a longitudinal field study are 
used to illustrate various organizational responses 
to discontinuities. 


Mezias, Stephen J. and Mary Ann Glynn 


The Three Faces of Corporate Renewal: Institution, 
Revolution, and Evolution 


Vol. 14, No. 2, February 1993, 77-101 


We examine corporate renewal by taking a structural 
approach and focusing on the routines and rules 
that are part of large, established, bureaucratic 
organizations. We characterize approaches to the 
management of innovation in terms of three different 
themes-institutional, revolution, and evolutional 
strategies. The first two approaches involve inten- 
tional efforts to encourage innovation, either within 
the current organizational paradigm 


(institutionalizing innovation) or moving away from 
it (revolutionary innovation), while the evolutional 
approach involves less conscious efforts to manage 


what is viewed as a random, probabilistic process. 
This paper uses simulation methodology to explore 
the effectiveness of these strategies on organizational 
innovation, performance, and resources. The 
behavior of the simulated organizational units is 
guided by assumptions of a learning model. Results 
indicate that innovation strategies sometimes have 
unintended effects that are both positive and 
negative in nature. Several lessons on managing 
innovation are offered. 


Miles, Grant, Charles C. Snow and Mark P. 
Sharfman 


Industry Variety and Performance 
Vol. 14, No. 3, March 1993, 163-177 


This study advances a nascent perspective in the 
strategic management literature: A focus on the 
beneficial effects of competition among firms in 
an industry. Such a perspective supplements the 
traditional view of competition as firm rivalry. The 
overall purpose of the study is to provide a 
theoretical foundation for the study of the mutual 
gains associated with industry competition. Because 
of its importance to several different organizational 
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theories, the concept of variety is examined as a 
potential source of interfirm benefits. The influence 
of variety is observed in 12 industries, four each 
from the growth, mature, and decline stages of the 
life cycle. In each life-cycle stage, two of the 
industries have substantial amounts of foreign 
competition while the other two do not. The study’s 
results support two broad conclusions. First, industry 
variety and performance are positively related, 
suggesting that interfirm benefits are most feasible 
in industries characterized by diversity among firms’ 
competitive strategies. Second, as industries move 
through the life cycle, variety decreases, implying 
that both strategists and policy makers need to 
consider the impact on aggregate variety when 
evaluating prescriptions for the revitalization of 
declining industries. Implications of these findings 
are derived for researchers, practitioners, and policy 
makers. 


Mintzberg, Henry 


The Design School: Reconsidering the Basic Prem- 
ises of Strategic Management 


Vol. 11, No. 3, March-April 1990, 171-195 


Among the schools of thought on strategy formation, 
one in particular underlies almost all prescription 
in the field. Referred to as the design school, it 
proposes a simple model that views the process as 
one of design to achieve an essential fit between 
external threat and opportunity and internal distinc- 
tive competence. A number of premises underlie 
this model: that the process should be one of 
consciously controlled thought, specifically by the 
chief executive; that the model must be kept simple 
and informal; that the strategies produced should 
be unique, explicit, and simple; and that these 
strategies should appear fully formulated before 
they are implemented. This paper discusses and 
then critiques this model, focusing in particular on 
the problems of the conscious assessment of 
strengths and weaknesses, of the need to make 
strategies explicit, and of the separation between 
formulation and implementation. In so doing, it 
calls into question some of the most deep-seated 
beliefs in the field of strategic management, 
including its favorite method of pedagogy. 


Mintzberg, Henry 
Learning 1, Planning 0 - Reply to Igor Ansoff 
Vol. 12, No. 6, September 1991, 463-466 


No summary given. 
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Mintzberg, Henry and Frances R. Westley 
Cycles of Organizational Change 

Vol. 13, Special Issue, Winter 1992, 39-59 


Much of the theory and research about change in 
organizations, by being presented free of rich 
context, creates a certain amount of confusion in 
the literature. This paper seeks to help remedy that 
situation by developing a comprehensive framework 
of change by organizations, built on various cycles: 
concentric to represent the contents and levels of 
change, circumferential to represent the means and 
processes of change, tangential to represent the 
episodes and stages of change, and spiraling to 
represent the sequences and patterns of change. 
This framework is fleshed out in conclusion by 
developing three models of change experienced by 
major world religions, labeled enclaving, cloning, 
and uprooting. 


Mitchell, Will 


Dual Clocks: Entry Order Influences on Incumbent 
and Newcomer Market Share and Survival when 
Specialized Assets Retain their Value 


Vol. 12, No. 2, February 1991, 85-100 


Entry order analysis often shows that early entrants 
to an industry or technical subfield of an industry 
outperform laggards. Some studies, though, have 
found that late entrants prevail. This paper tests 
dual-clock hypotheses of entry order effects on 
performance, measured both as market share and 
survival. One entry clock records the entry of all 
entrants to a new technical subfield within an 
industry, while a second clock records the entry of 
industry incumbents. Relative to the appropriate 
clock, early entrants are predicted to outperform 
laggards, but when entry is measured on only one 
clock, the estimated influences may be inaccurate. 
Error will be particularly likely if a study contains 
a survivor bias. The study, which finds entry timing 
trade-offs between market share and survival, is 
generalizable to cases in which a plausible set of 
conditions is found. 


Mitchell, Will, J. Myles Shaver and Bernard Yeung 


Getting There in a Global Industry: Impacts on 
Performance of Changing International Presence 


Vol. 13, No. 6, September 1992, 419-432 


We investigate the effects of increasing and decreas- 
ing international presence on market share and 
survival in the American medical diagnostic imaging 
equipment industry. Imaging equipment manufac- 
turers possessing international medical operations 
tend to achieve superior market share and longer 
survival, but we find that attempting to become an 
international medical player is risky. Both increasing 
and decreasing international presence have negative 
associations with survival, while decreased inter- 
nationalization is associated with decreased Amer- 
ican market share. Brief case studies suggest that 
the ingredients for success in internationalization 
may include preparedness, focused management, 
and learning from international experience. 


Mitchell, Will, J. Myles Shaver and Bernard Yeung 


Foreign Entrant Survival and Foreign Market Share: 
Canadian Companies’ Experience in United States 
Medical Sector Markets 


Vol. 15, No. 7, September 1994, 555-567 


We show that successful foreign market entry is 
related to the extent of foreign presence in an 
industry at the time of entry. Survival of 31 
Canadian-based businesses that entered 24 US. 
medical sector markets between 1968 and 1989 
tended to be somewhat longer in product markets 
in which foreign-based businesses held a moderate 
market share when the Canadian businesses entered 
than in low and high foreign share product markets. 
The result controls several other industry and 
business-level factors, including industry concen- 
tration, entry year, corporate size, related diversifi- 
cation, entry mode, and service sector status. 


Mohr, Jakki and Robert Spekman 


Characteristics of Partnership Success: Partnership 
Attributes, Communication Behavior, and Conflict 
Resolution Techniques 


Vol. 15, No. 2, February 1994, 135-152 


The formation of partnerships between firms is 
becoming an increasingly common way for firms to 
find and maintain competitive advantage. While 
the antecedents of partnership formation and the 
characteristics of the resulting cooperative working 
relationship have been explored in the literature, 
an understanding of characteristics associated with 





partnership success is lacking. Such an understanding 
is important in reconciling the prescriptions to form 
partnerships with the reality that a majority of such 
partnerships do not succeed. We hypothesize that 
partnership attributes, communication behavior, 
and conflict resolution techniques are related to 
indicators of partnership success (satisfaction and 
sales volume in the relationship). The hypotheses 
are tested with vertical partnerships between manu- 
facturers and dealers. Results indicate that the 
primary characteristics of partnership success are: 
partnership attributes of commitment, coordination, 
and trust; communication quality and participation; 
and the conflict resolution technique of joint 
problem solving. The findings offer insight into 
how to better manage these relationships to ensure 
success. 


Montgomery, Cynthia A., Birger Wernerfelt and 
Srinivasan Balakrishnan 


Strategy and the Research Process: A Reply 


Vol. 12, No. 1, January 1991, 83- 84 
No summary given 
Morrison, Allen J. and Kendall Roth 


A Taxonomy of Business-Level Strategies in Global 
Industries 


Vol. 13, No. 6, September 1992, 399-418 


This study presents a taxonomy of business-level 
strategies in global industries. Empirical data suggest 
there are four broad strategies: domestic product 
niche, exporting high quality offerings, international 
product innovation, and quasi-global combination. 
A discussion of the characteristics and performance 
differentials of each strategy type is provided as 
well. 


Mosakowski, Elaine 


Organizational Boundaries and Economic Perform- 
ance: An Empirical Study of Entrepreneurial 
Computer Firms 


Vol. 12, No. 2, February 1991, 115-133 


This research examines the relationship between 
the organizational boundaries of entrepreneurial 
firms and their economic performance. The theoreti- 
cal basis for this work is transaction cost economics 
research regarding when internalizing certain activi- 
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ties will be preferred over contracting. To consider 
the conditions under which contracting is costly we 
compare across three functional areas and the firm 
strategies. The results of a longitudinal analysis of 
122 entrepreneurial firms in the computer industry 
show that performance effects are associated with 
contracting activities and that product market 
strategies moderate the performance effects of 
contracting. The results are mixed in their support 
for the predictions of transaction cost economics. 


Moulton, Wilbur N. and Howard Thomas 


Bankruptcy as a Deliberate Strategy: Theoretical 
Considerations and Empirical Evidence 


Vol. 14, No. 2, February 1993, 125-135 


Bankruptcy and bankruptcy reorganizations have 
been identified as remedies for financial distress, 
but there is little agreement on their value to firms, 
managers, and the general economy. This paper 
provides a brief review of proposed bankruptcy 
strategies and some alternative views about their 
costs and benefits followed by an empirical study 
of the outcomes of 73 bankruptcies and subsequent 
reorganization efforts. The evidence suggests that 
there are few successful reorganizations, bankruptcy 
is a costly response to financial distress, and 
managerial choice in bankrupt firms is highly 
constrained by forces external to the firm. The 
diversity of stockholder interests limits the value of 
global judgments about success or failure of 
bankruptcy strategies. Firm size dominates all other 
factors in predicting success in completing the 
reorganization process. Delayed filings primarily 
reflect failed efforts to avoid bankruptcy, not 
deliberate strategies. Reasons for the use of 
bankruptcy in spite of its high costs are discussed. 


Murtha, Thomas P. and Stefanie Ann Lenway 


Country Capabilities and the Strategic State: How 
National Political Institutions Affect Multinational 
Corporations’ Strategies 


Vol. 15, Special Issue, Summer 1994, 113-129 


This article presents a framework for the analysis of 
how MNCs’ strategies interact with states’ industrial 
strategies. It first shows how national institutional 
arrangements can systematically contribute to state 
strategic capabilities that form a basis of 
competitive advantage. It then examines conditions 
under which these arrangements and capabilities 
affect, or fail to affect, the international strategies 
and organization structures of home firms, incoming 
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foreign direct investors, and home firms’ inter- 
national customers, collaborators and competitors. 


Naman, John L. and Dennis P. Slevin 


Entrepreneurship and the Concept of Fit: A Model 
and Empirical Tests 


Vol. 14, No. 2, February 1993, 137-153 


This paper reports the results of a study designed 
to investigate entrepreneurship and fit in small and 
medium sized high technology manufacturing firms. 
A normative model of fit has been developed, 
which including the variables of entrepreneurial 
style, organizational structure, and mission strategy, 
determines a measure of the firm’s fit with its 
environment. The normative model of fit proposed 
here is based on variables and relationships found 
to be important in previous empirical studies. Data 
on environmental turbulence, entrepreneurial style, 
organization structure, mission strategy, and finan- 
cial performance were collected from 82 manufactur- 
ing firms. A measure of fit was calculated for each 
firm. Findings indicate that performance among 
firms was positively related to the measurement of 
fit. In short, fit is an important construct for firm 
success. Implications include prescriptive guidance 


to assists practitioners in diagnosing and correcting 
misfit for individual firms. 


Nath, Deepika and D. Sudharshan 


Measuring Strategy Coherence through Patterns of 
Strategic Choices 


Vol. 15, No. 1, January 1994, 43-61 


Strategies at different levels need to be coherent to 
ensure competitive advantage (Hofer and Schendel, 
1978). Strategy coherence is the consistency of 
Strategic choices across business and functional 
levels of strategy. In this paper we focus on strategy 
coherence. Using patterns of strategy, we develop 
a measure of the extent of strategy coherence. The 
relationship between coherence and performance is 
used to validate the measure. We illustrate the 
application of the measurement and _ validation 
process, in the context of acute care hospitals. The 
results indicate that our measure of coherence is 
monotonically related to performance. We also find 
performance differences between more and less 
coherent hospitals on the industry specific perform- 
ance indicator of occupancy. Implications for theory 
and practice are highlighted. 


Nayyar, Praveen R. 


Information Asymmetries: A Source of Competitive 
Advantage for Diversified Service Firms 


Vol. 11, No. 7, November-December 1990, 513-519 


Information asymmetries are generally considered 
as leading to costs for both parties in an exchange 
transaction. They can, however, also be a source 
of competitive advantage. Potential buyers face 
information asymmetries in evaluating services prior 
to purchase. Since such asymmetries impose costs 
on buyers, there exists an incentive to lower such 
costs. This incentive may be exploited by service 
firms that diversify into other services that meet 
the needs of existing customers. 


Nayyar, Praveen R. 


On the Measurement of Corporate Diversification 
Strategy: Evidence from Large U.S. Service Firms 


Vol. 13, No. 3, March 1992, 219-235 


Actual, not potential, relatedness determines the 
results of diversification strategies. An external 
examination of a firm’s businesses, products, mar- 
kets and technologies permits an assessment of 
potential relatedness among its various businesses. 
Potential relatedness is, however, often not realized. 
Also, relatedness may be externally invisible. Hence, 
actual relatedness may diverge from externally 
measured potential relatedness. This paper provides 
evidence suggesting that measures of corporate 
diversification strategy based on internal data differ 
significantly from those based on externally available 
data. 


Nayyar, Praveen R. 


Stock Market Reactions to Related Diversification 
Moves by Service Firms Seeking Benefits from 
Information Asymmetry and Economies of Scope 


Vol. 14, No. 8, November 1993, 569-591 


Service firms may seek benefits from information 
asymmetry and economies of scope by diversifying. 
Each source of benefit is based on different 
underlying mechanisms and each is affected 
differently by implementation difficulties and service 
characteristics. Previous research, however, has not 
analyzed the relative performance effects of these 
very different sources of benefits for related 





diversified service firms. Thus, this paper uses an 
integrative framework including these aspects to 
examine the relative performance effects of benefits 
from information asymmetry and economies of 
scope in service firms. 


Nelson, Richard R. 
Why do Firms Differ and How Does it Matter? 
Vol. 12, Special Issue, Winter 1991, 61-74 


In virtually all economic analyses, differences among 
firms in the same line of business are repressed, or 
assumed to reflect differences in the market 
environments that they face. In contrast, for 
students of business management and strategy, firm 
differences are at the heart of their inquiry. This 
paper explores the reasons behind this stark 
difference in viewpoint. It argues that economists 
really ought to recognize firm differences explicitly. 


Nguyen, The Hiep, Ann Séror and Timothy M. 
Devinney 


Diversification Strategy and Performance in Cana- 
dian Manufacturing Firms 


Vol. 11, No. 5, September 1990, 411-418 


In a study of the interrelationships between firm 
diversification, market power, and performance, 
Montgomery (1985) presents empirical evidence in 
support of the hypotheses that highly diversified 
firms will have lower market shares in their 
respective market than less diversified firms and that 
the strategy of diversification does not contribute to 
firm profitability. The present paper re-examines 
these results with attention to the special character- 
istics of the open Canadian economy in a sample 
of Canadian manufacturing firms. The authors 
report evidence in support of the hypothesis that 
diversification in technologically related activities 
results in economies of scope and greater firm 
performance. 


Nohria, Nitin and Carlos Garcia-Pont 
Global Strategic Linkages and Industry Structure 
Vol. 12, Special Issue, Summer 1991, 105-124 


A theoretical framework is proposed to understand 
the structure of networks of strategic linkages in 
global industries. It is argued that global industry 
structure should be understood in terms of firm 
membership in strategic groups and strategic blocks. 
Strategic groups are based on similarities in the 
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strategic capabilities of firms. Strategic blocks, on 
the other hand, are based on similarities in their 
strategic linkages. Two types of strategic blocks are 
proposed: complementary blocks composed of firms 
from different strategic groups, and pooling blocks 
composed of firms from the same strategic group. 
It is further proposed that in equilibrium, each 
strategic block will have access to a similar set of 
strategic capabilities. Empirical support for these 
arguments is drawn from the global automobile 
industry during the period 1980-90. The implications 
of strategic blocks for intra-industry performance 
differences are discussed in the concluding section 
of this paper. 


Nohria, Nitin and Sumantra Ghoshal 


Differentiated Fit and Shared Values: Alternatives 
for Managing Headquarters-Subsidiary Relations 


Vol. 15, No. 6, July 1994, 491-502 


This paper elaborates and provides empirical support 
for two different approaches to managing the 
nexus of headquarters subsidiary relations in a 
multinational corporation (MNC). The _ first 
approach is that of Differentiated Fit. We show 
that the extent to which an MNC differentiates the 
formal structure of its headquarters subsidiary 
relations to fit the contexts of its various subsidiaries 
the better the performance of the MNC as a whole. 
The second approach is that of Shared Values. We 
show that a high degree of shared values among the 
headquarters and subsidiaries is another approach 
to governing headquarters-subsidiary relation that 
enhances the performance of the MNC. We further 
maintain that differentiated fit and shared values, 
while being alternatives, are not mutually exclusive 
ways of effectively managing headquarters subsidi- 
ary relations. Indeed, MNCs that can simultaneously 
implement these two approaches have the best 
relative performance. 


Ollinger, Michael 


The Limits of Growth of the Multidivisional Firm: 
A Case Study of the U.S. Oil Industry from 1930-90 


Vol. 15, No. 7, September 1994, 503-520 


Some scholars (Chandler, 1977; Penrose, 1959) 
believe that firms grow by transferring inimitable 
marketing, production, and research skills from one 
line of business to another. Extending this view 
and emphasizing the role of the central office of a 
multidivisional firm to transfer administrative skills, 
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Williamson (1975) argues that competition among 
business units within the firm mimics a competitive 
capital market and leads to an efficient allocation 
of resources. Coase (1937), however, argues that 
firm size is limited by the costs of organizing diverse 
transactions and Chandler (1991) claims that growth 
is constrained by the technical and marketing 
expertise of the top managers. The purpose of this 
paper is to demonstrate that the scope of the 
multidivisional firm is limited by the transferability 
of firm-specific skills and the efficiency of capital 
markets. Support comes from a case study of 19 
oil companies over the 1930-90 period. 


Oswald, Sharon L. and John S. Jahera, Jr. 


The Influence of Ownership on Performance: An 
Empirical Study 


Vol. 12, No. 4, May 1991, 321-326 


This research examines the relationship between 
ownership structure and financial performance in 
the context of the agency theory. It improves upon 
previous research by presenting an improved risk- 
adjusted performance measure, by using a larger 
sample size than prior work and also by controlling 
for firm size differences. The results suggest that. 
ownership is significantly related to firm financial 
performance even after controlling for size. 


Oswald, Sharon L., Kevin W. Mossholder and 
Stanley G. Harris 


Vision Salience and Strategic Involvement: Impli- 
cations for Psychological Attachment to Organiza- 
tion and Job 


Vol. 15, No. 6, July 1994, 477-489 


Managers’ perceptions of their involvement in 
strategic planning were hypothesized to be positively 
related with their feelings of organizational commit- 
ment, job satisfaction, and involvement. Further, 
it was also hypothesized that the relationship 
between strategic involvement and these work- 
related attitudes would be enhanced to the extent 
that managers felt that a salient strategic vision was 
guiding the company. We tested these hypotheses 
using a sample of upper level managers in a 
large corporation undergoing a major strategic 
transformation. With the exception of finding no 
evidence that vision salience moderated the positive 
relationship between strategic involvement and job 
involvement, both hypotheses were supported. With 


regard to managers’ psychological attachment to 
the organization, the results suggest that there are 
advantages afforded by involving them in the 
strategy making process, and that these advantages 
are magnified to the extent that the involvement 
occurs within the context of a salient strategic 
vision. 


Parker, David and Keith Hartley 


Do Changes in Organizational Status Affect Finan- 
cial Performance? 


Vol. 12, No. 8, November 1991, 631-641 


In recent years there has been woridwide interest 
in privatization and transferring government depart- 
ment functions to quasi-autonomous agencies. This 
paper presents the results of a study of 10 
organizations in the U.K. which underwent changes 
in their organizational status within government or 
which crossed the public-private boundary. The 
focus of the study is the impact of these organiza- 
tional status changes on financial performance 
measured using a set of standard financial ratios. 
These ratios did not provide a consistent set of 
statistically significant results. Organizational status 
changes in the direction of privatization do not 
appear to guarantee improved performance. 


Parkhe, Arvind 


U.S. National Securing Export Controls: Impli- 
cations for Global Competitiveness of U.S. High- 
Tech Firms 


Vol. 13, No. 1, January 1992, 47-66 


U.S. exporters of high-technology, dual-use products 
are competitively disadvantaged in global markets 
by the complexity, range, and stringency of U.S. 
national security export controls. This paper demon- 
strates that fungibility of high technology and 
lax interpretation of multilateral export control 
agreements by other advanced countries have made 
the existing control regime ineffective. It further 
shows that persistent U.S. restrictiveness of exports 
in non-critical, widely available goods and techno- 
logies may needlessly and permanently erode U.S. 
firms’ competitive position in existing as well as 
rapidly-opening markets worldwide. The need to 
reverse the notion of national security to include 
not only military security, but also its complement, 
economic security, is discussed. The pivotal issue 
of enforceability of multilateral controls is explored, 





and corporate strategies for U.S. high-tech firms to 
achieve export control policy change are suggested. 


Parthasarthy, Raghavan and S. Prakash Sethi 


Relating Strategy and Structure to Flexible Auto- 
mation: A Test of Fit and Performance Implications 


Vol. 14, No. 7, October 1993, 529-549 


This study analyzed various strategy and structure 
choices to determine their fit relationship with 
flexible automation (FA). Using the moderator 
hypothesis, we proposed that the more strategy and 
structure choices complemented FA’s competencies, 
the higher would be the performance impact of 
FA. Data from 87 FA users indicate that quality and 
flexibility strategies, described as complementary to 
FA’s strengths, interact positively with FA. Low 
cost strategy, described as conflicting with FA, 
interacts negatively. Organic structure, viewed as 
complementary to FA, has only main effects 
whereas a mechanistic structure interacts negatively. 
At the manufacturing level, skill diversity and team 
approaches, considered as complementary to FA, 
interact positively. While a subgroup analysis of 
high-low performers lends additional support to 
these relationships, analysis of industry subgroups 
indicates that some relationships are industry 
specific. We discuss the implications of these 
findings for research and practice. 


Pearce II, John A. and D. Keith Robbins 


Retrenchment Remains the Foundation of Business 
Turnaround 


Vol. 15, No. 5, June 1994, 407-417 


In the preceding article, Barker and Mone raised 
questions about the methodological adequacy of an 
article that we published in 1992 in this journal. 
After careful consideration of their replication and 
reassessment of our work, we reached surprising 
conclusions. First, Barker and Mone failed to 
accurately represent many major elements of 
our study. Second, viewed independently, their 
conclusions can be attributed to unusual and 
selectively applied operational definitions, disregard 
for company-specific and industry contexts, and 
exclusive reliance on secondary data. Nevertheless, 
their results also add strong support for the emerging 
theory of a two-stage turnaround process involving 
retrenchment and recovery, as modeled by Robbins 
and Pearce (1992). 
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Pearce II, John A. and Shaker A. Zahra 


The Relative Power of CEOs and Boards of 
Directors: Associations with Corporate Performance 


Vol. 12, No. 2, February 1991, 135-153 


A typology of the relative powers of the chief 
executive officer and the board of directors was 
derived based on the literature, highlighting four 
situations: Caretaker, Statutory, Proactive and 
Participative Boards. Data collected from Fortune 
500 Industrial and Fortune 500 Service corporations 
supported the typology. The results showed signifi- 
cant differences among the four board types in 
their characteristics, internal process, decision- 
making styles, board effectiveness, and contribution 
to company performance. Powerful boards were 
associated with superior corporate financial perform- 
ance. 


Pennings, Johannes M. and Farid Harianto 


The Diffusion of Technological Innovation in the 
Commercial Banking Industry 


Vol. 13, No. 1, January 1992, 29-46 


This paper examines the propensity of organizations 
to adopt technological innovations. Technological 
innovations evolve from the stock of skills which 
organizations have accumulated over time. Linkages 
with extramural sources of technology are presumed 
to be important as well. Hypotheses are tested on 
a sample of commercial banks. Findings show that 
prior experience in information technology, in 
tandem with a variety of interfirm linkages, will 
affect the banks’ decision to adopt this innovation. 


Peteraf, Margaret A. 


The Cornerstones of Competitive Advantage: A 
Resource-Based View 


Vol. 14, No. 3, March 1993, 179-191 


This paper elucidates the underlying economics of 
the resource-based view of competitive advantage 
and integrates existing perspectives into a 
parsimonious model of resources and firm perform- 
ance. The essence of this model is that four 
conditions underlie sustained competitive advan- 
tage, all of which must be met. These include 
superior resources (heterogeneity within an 
industry), ex post limits to competition, imperfect 
resource mobility, and ex ante limits to competition. 
In the concluding section, applications of the model 
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for both single business strategy and corporate 
strategy are discussed. 


Pettigrew, Andrew M. 


The Character and Significance of Strategy Process 
Research 


Vol. 13, Special Issue, Winter 1992, 5-16 


This essay discusses the character and significance 
of strategy process research. Process research in 
strategic management is paradigmatically diverse 
and empirically complex. Strategy process research 
has been narrow in focus and its undoubted 
contribution has sometimes been obscured by the 
lack of explicit discourse about its analytical 
foundations. The essay draws on a wide range of 
social science ideas to lay out a set of internally 
consistent insights and assumptions to guide thinking 
and empirical inquiry about the analysis of process 
issues in strategic management. The essay also 
provides a guide to the eight papers contained in 
this special issue. 


Pettigrew, Andrew M. 
On Studying Managerial Elites 
Vol. 13, Special Issue, Winter 1992, 163-182 


The study of managerial elites is one of the most 
important, yet neglected areas of social science 
research. This paper synthesizes and critically 
reviews three intellectual traditions in the study of 
managerial elites. These are: interlocking director- 
ates and the study of institutional and societal 
power, the study of boards and directors, and the 
composition and correlates of top management 
teams. The paper concludes by arguing for the 
development of a complementary research tradition 
which combines a contextual and processual analysis 
of managerial elites. 


Pisano, Gary P. 


Knowledge, Integration, and the Locus of Learning: 
An Empirical Analysis of Process Development 


Vol. 15, Special Issue, Winter 1994, 85-100 


This paper uses data on 23 process development 
projects in pharmaceuticals to explore the broader 
issue of how organizations create, implement, and 
replicate new routines. A framework is presented 
which links approaches to experimentation and the 


structure of underlying knowledge. Although the 
concept of learning-by-doing is well accepted in the 
literature, the framework here suggests that where 
underlying scientific knowledge is sufficiently strong, 
effective learning may take place outside the final 
use environment in laboratories (i.e., learning- 
before-doing). This proposition is tested by compar- 
ing how an emphasis on laboratory experimentation 
impacts process development lead times in two 
different technological environments: traditional 
chemical-based pharmaceuticals and new biotechn- 
ology-based pharmaceuticals. The data indicate that 
in chemical-based pharmaceuticals - an environment 
characterized by deep theoretical and practical 
knowledge of the process technology more emphasis 
on laboratory experimentation (learning-before- 
doing) is associated with more rapid development. 
In contrast, in biotechnology-based pharmaceut- 
icals - an environment in which process technology 
is often characterized as being more of an art than 
a science - a greater emphasis on laboratory 
experimentation does not seem to shorten process 
development lead times. These results suggest that 
there is no one best way to learn, but that different 
approaches may be required in different knowledge 
environments. 


Porter, Michael E. 
Towards a Dynamic Theory of Strategy 
Vol. 12, Special Issue, Winter 1991, 95-117 


This paper reviews the progress of the strategy 
field towards developing a truly dynamic theory of 
strategy. It separates the theory of strategy into 
the causes of superior performance at a given 
period in time (termed the cross-sectional problem) 
and the dynamic process by which competitive 
positions are created (termed the longitudinal 
problem). The cross-sectional problem is logically 
prior to a consideration of dynamics and better 
understood. The paper then reviews three promising 
streams of research that address the longitudinal 
problem. These still fall short of exposing the true 
origins of competitive success. One important 
category of these origins, the local environment in 
which a firm is based, is described. Many questions 
remain unanswered however and the paper con- 
cludes with challenges for future research. 


Postrel, Steven. 


Burning Your Britches Behind You: Can Policy 
Scholars Bank on Game Theory? 


Vol. 12, Special Issue, Winter 1991, 153-155 








Critics of game theory claim that it can be used to 
rationalize anything - even bank presidents setting 
their pants on fire in public. This article verifies 
the claim with a simple signaling model. The paper 
goes on to argue, however, that this criticism is 
without force. Game theory is a toolbox for 
constructing useful models, rather than an empiri- 
cally substantive theory; its power comes from 
imposing logical discipline upon the stories we tell. 


Powell, Thomas C. 


Organizational 
Advantage 


Alignment as Competitive 


Vol. 13, No. 2, February 1992, 119-134 


In explaining financial performance variance, stra- 
tegic management researchers and industrial organi- 
zation economists have emphasized industry factors, 
market share, generic strategy, and strategic group 
membership, whereas organizational contingency 
theorists have emphasized alignments involving 
environment and internal structure. This study 
integrates these perspectives, testing the financial 
performance consequences of organizational align- 
ments, in context with the effects of industry, 
market share, and strategy. In an empirical study 
in two manufacturing industries, it is shown that 
some organizational alignments do produce super- 
normal profits, independent of the profits produced 
by traditional industry and strategy variables. The 
results are consistent with the resource view of the 
firm to the extent that alignments result from skill 
rather than luck, it is reasonable to regard alignment 
skill as a strategic resource capable of generating 
economic rents. The article, suggests that, by 
focusing on industry and competitive strategy 
variables, contemporary industrial organization and 
strategy research has understated the role of 
organizational factors in producing sustainable 
competitive advantage. 


Powell, Thomas C. 
Strategic Planning as Competitive Advantage 
Vol. 13, No. 7, October 1992, 551-558 


Since 1970, over forty empirical studies have 
examined the performance consequences of formal 
strategic planning. This line of research has drawn 
heavy criticism from reviewers on methocological 
grounds, and has produced confusing, apparently 
contradictory results. This article reevaluates the 
planning-performance relationship from a resource 
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perspective, arguing that strategic planning does 
not satisfy the criteria for sustainable competitive 
advantage -although it may produce economic 
value, it is easily imitated and may be substitutable. 
The article suggests that previous studies produced 
inconsistent results because they did not account 
for the dissemination of strategic planning over 
time, or for industry differences in strategic planning 
factor markets. An empirical test in two industries 
finds that formal strategic planning and financial 
performance are unrelated in a planning equilibrium 
industry, but positively related in an industry with 
strategic planning factor market imperfections. 


Prahalad, C. K. and Gary Hamel 


Strategy as a Field of Study: Why Search for a 
New Paradigm? 


Vol. 15, Special Issue, Summer 1994, 5-16 


The fundamental structural transitions in a wide 
variety of industries brought about by major 
catalysts such as deregulation, global competition, 
technological discontinuities, and changing customer 
expectations are imposing new strains on managers 
around the world. Old recipes do not work anymore. 
Managers, concerned with restoring competitiveness 
of their firms, are abandoning traditional approaches 
to strategy; they are searching for new approaches 
that give guidance in a turbulent environment. 
Many academics, confronted with the same reality, 
are reexamining the relevance of the concepts and 
tools of the strategy field. In the absence of a 
consistent and useful strategy paradigm that they 
can use, managers appear to have embraced 
attention to implementation as their saviour, more 
or less abandoning strategy as either unimportant 
or uninteresting. Academics continue to search for 
new approaches. This special issue of the Strategic 
Management Journal presents creative and new 
thinking dealing with substantive issues and method- 
ologies that can lead to the evolution of a new 
paradigm(s). 


Priem, Richard L. 


Top Management Team Group Factors, Consensus, 
and Firm Performance 


Vol. 11, No. 6, October 1990, 469-478 
The results of recent consensus-performance 


research have been equivocal. Substantive and 
methodological issues are examined to suggest 
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reasons for this equivocality. Top management 
team composition, structure, and decision processes 
are proposed as antecedents to the consensus- 
performance relationship. An argument is developed 
for a curvilinear aggregate consensus-performance 
relationship, moderated by environmental dyna- 
mism. A model and associated propositions are 
advanced to further descriptive and normative 
theory. 


Priem, Richard L. 


An Application of Metric Conjoint Analysis for the 
Evaluation of Top Managers’ Individual Strategic 
Decision Making Processes: A Research Note 


Vol. 13, Special Issue, Summer 1992, 143-151 


This research note suggests metric conjoint analysis 
(Louviere, 1988) as a tool for evaluating the 
decision policies employed by top managers in 
making strategic decisions. As an example, of the 
technique, a descriptive field study is presented 
wherein the decision rules of strategy-structure- 
environment alignment used by the chief executives 
of 33 autonomous, nondiversified manufacturing 
firms are examined. Implications for future strategy 
research on managerial cognitions are discussed. 


Priem, Richard L. and David A. Harrison 


Exploring Strategic Judgment: Methods for Testing 
the Assumptions of Prescriptive Contingency Theor- 
ies 


Vol. 15, No. 4, May 1994, 311-324 


Several generally untested assumptions about stra- 
tegic judgment and choice exist in strategic manage- 
ment theories. Direct examination of these assump- 
tions is necessary for sound theory building, and 
for sound prescription based on current theory. 
This paper presents techniques for eliciting and 
analyzing the strategic judgments of strategy makers, 
and discusses the potential of these techniques 
for increasing the internal validity and practical 
relevance of strategy research. We argue that 
incorporating managerial judgment more directly 
into the mainstream of strategy research will lead 
to both new theory and the extension of existing 
theory. 


Rajagopalan, Nandini and Sydney Finkelstein 


Effects of Strategic Orientation and Environmental 
Change on Senior Management Reward Systems 


Vol. 13, Special Issue, Summer 1992, 127-142 


This paper examines the effects of strategic orien- 
tation and environmental change on senior manage- 
ment reward systems. We develop a framework 
that relates differences in strategic orientations and 
environmental conditions to four factor availability 
of multipie options, programmability of behavior, 
cause-effect ambiguity and outcome uncertainty. 
Hypotheses based on this framework are tested in 
a sample of 50 electric utility firms across two time 
periods covering a total of 10 years. Consistent with 
theory, we find that firms with more discretionary 
strategic orientations offer greater compensation, 
more outcome-based compensation plans and gre- 
ater proportion of outcome-based cash compen- 
sation than firms with less discretionary strategic 
orientations. Similarly, high discretion environmen- 
tal periods are associated with greater pay, more 
outcome-based compensation plans and greater 
proportion of outcome-based cash compensation 
than low discretion environmental periods. 


Ramaswamy, Kannan, Anisya S. Thomas and Robert 
J. Litschert 2 


Organizational Performance in a _ Regulated 
Environment: The Role of Strategic Orientation 


Vol. 15, No. 1, January 1994, 63-74 


This study explores the influence of governmental 
regulation on organizational strategies and perform- 
ance outcomes. Drawing on literature in strategic 
management, we provide a longitudinal empirical 
analysis of viable strategies in the U.S. domestic 
airline industry during a 6-year period (1965-70) 
when it was regulated by the Civil Aeronautics 
Board. Results indicate that air carriers were indeed 
able to articulate coherent strategic posture despite 
regulatory constraints, and were thus able to 
influence profitability. 


Rao, Hayagreeva 


The Social Construction of Reputation: Certification 
Contests, Legitimation, and the Survival of Organi- 
zations in the American Automobile Industry: 
1895-1912 


Vol. 15, Special Issue, Winter 1994, 29-44 


Despite widespread agreement among 
organizational researchers that intangible resources 
underlie performance _ differences § among 





organizations, little empirical evidence exists in the 
literature. Building on the idea that reputation is 
socially constructed, this paper depicts reputation 
as the outcome of the process of legitimation. 
It observes that organizational researchers have 
overlooked how certification contests legitimate 
organizations, generate status orderings, and create 
favorable reputations. This paper suggests that 
victories in certification contests are credentials that 
enable firms to acquire a reputation for competence. 
It predicts that cumulative victories improve the 
survival of organizations and better the life chances 
of startup organizations more than those of lateral 
entries. These predictions are analyzed in the 
American auto industry during 1895-1912 when 
special-purpose product rating agencies were absent 
and reliability and speed contests served as creden- 
tialing devices. The results show that cumulative 
victories in contests extend the life chances of 
winning Organizations but there is no evidence that 
new startup organizations benefit more than lateral 
entries. These findings underscore the significance 
of intangible assets and point to the need for an 
institutionally informed theory of competencies. 


Rechner, Paula L. and Dan R. Dalton 


CEO Duality and Organizational Performance: A 
Longitudinal Analysis 


Vol. 12, No. 2, February 1991, 155-160 


All public corporations must make a choice regard- 
ing board leadership structure. Advocates of more 
effective corporate governance argue for inde- 
pendent board leadership; yet many firms choose 
instead to allow the CEO to serve as board 
chairperson (CEO duality). This study examines 
the differential financial implications of these choices 
for 141 corporations over a 6-year time period. 
Results indicate significant differences in perform- 
ance between the two groups along a number of 
performance measures; more specifically, firms 
opting for independent leadership consistently out- 
performed those relying upon CEO duality. 


Reger, Rhonda K., Irene M. Duhaime and J. L. 
Stimpert 


Deregulation, Strategic Choice, Risk and Financial 
Performance 


Vol. 13, No. 3, March 1992, 189-204 
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This study explores the effects of regulation and 
deregulation on strategic choice and performance 
in the U.S. banking industry. Drawing on literature 
from strategic management, industrial organization 
economics, and organization theory, we develop a 
framework which suggests that regulatory scope 
and regulatory incrementalism influence strategic 
choice and performance. A path analytic model is 
used to empirically examine these influences. The 
results suggest that deregulation has direct effects 
on firms’ strategic choices and both direct and 
indirect effects on risk and return. 


Reger, Rhonda K. and Anne Sigismund Huff 
Strategic Groups: A Cognitive Perspective 
Vol. 14, No. 2, February 1993, 103-124 


The strategic group concept provides an attractive 
middle ground between firm and industry for both 
theory development and empirical analysis. To 
date, this concept has been defined by researchers 
in terms of secondary accounting and financial data, 
and a number of critics have questioned the validity 
of this work. Our research shows that industry 
participants share perceptions about strategic com- 
monalties among firms, and that participants cluster 
competitors in subtle ways not reflected in extant 
academic research on strategic groups. Decision 
makers’ perceptions and cognitions are phenomena 
that can be expected to influence industry evolution. 
They are of research interest as an additional source 
of data on firm commonalties which helps address 
concerns about previous strategic group research. 


Reilly, Anne H., Jeanne M. Brett and Linda K. 
Stroh 


The Impact of Corporate Turbulence on Managers’ 
Attitudes 


Vol. 14, Special Issue, Summer 1993, 167-179 


This cross-level study tested the relationship between 
organizational turbulence as reported by 49 strategic 
business unit managers from 17 Fortune 500 
companies and the attitudes of 679 midlevel 
managers in these companies. The results indicated 
that turbulence clustered into four dimensions that 
were differentially related to managers’ attitudes. 
Incremental negative turbulence was negatively 
associated with satisfaction with job security. 
Financial restructuring was positively associated 
with career loyalty. Growth was _ positively 
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associated with career loyalty and with job involve- 
ment. Organizational breakup was positively associ- 
ated with career loyalty. The long-term implications 
for companies of the career-loyal/company-loyal, 
job-involved but job-insecure management cadre 
produced by the corporate turbulence of the 1980s 
are discussed. 


Richardson, James 


Parallel Sourcing and Supplier Performance in the 
Japanese Automobile Industry 


Vol. 14, No. 5, July 1993, 339-350 


Japanese auto makers are reported to enjoy high 
supplier performance through long-term relation- 
ships, specific investments, and sole sourcing. 
Quality management consultants in the U.S. have 
been strongly advocating adoption of these practices, 
but economic and management theorists would 
predict that the combination of a high level of 
relationship specific investments and sole sourcing 
will lead to problems with supplier performance. 
In fact the Japanese auto makers use a hybrid form 
of organization we term parallel sourcing. We 
present a transaction costs model that shows how 
parallel sourcing provides incentives for supplier 
performance associated with multiple sourcing while 
preserving claimed benefits of sole sourcing. 


Ring, Peter Smith, Stefanie Ann Lenway and Michele 
Govekar 


Management of the Political Imperative in Inter- 
national Business 


Vol. 11, No. 2, February 1990, 141-151 


In this paper we develop a framework for analyzing 
the political imperative. We argue that the effects 
of the political imperative on the firm will be 
a function of industry structure. Strategies that 
management employs in coping with the political 
imperative are a function of its impact on the firm 
and the firm’s strategic predisposition. We also 
speculate on why strategic predisposition may lead 
firms to employ strategies that are not responsive 
to the demands of the political imperative. 


Ring, Peter Smith and Andrew H. Van De Ven 


Structuring Cooperative Relationships 
Organizations 


between 


Vol. 13, No. 7, October 1992, 483-498 


Alliances and similar cooperative efforts are receiv- 
ing increased attention in the strategic management 
literature. These relationships differ in significant 
ways from those governed by markets or hierarchies, 
and pose very different issues for researchers and 
managers. In this paper we address alternative 
forms of governance in cases where multiple 
organizations repeatedly cooperate. We explore 
their characteristics and follow this with discussion 
criteria which we believe bear on the choice of 
governance: risk and reliance on trust. We offer 
propositions on relationships between these criteria 
and the choice of governance mechanisms. In the 
concluding section of the paper we explore the 
implications of analysis for managers and scholars. 
governance structure. 


Robbins, D. Keith and John A. Pearce II 
Turnaround: Retrenchment and Recovery 
Vol. 13, No. 4, May 1992, 287-309 


Empirical research was conducted to investigate 
retrenchment as an integral component of the 
overall turnaround process. An industry study 
provided an anchored operational definition of a 
turnaround situation, indications of its internal and 
external causes, and an application of an absolute 
measure of its severity. The research further 
produced an empirical discrimination between 
retrenchment as a stand-alone response to financial 
decline and retrenchment as an initial phase of a 
turnaround strategy, and an identification of activi- 
ties that can be used to classify entrepreneurial vs. 
efficiency emphases in a turnaround firm’s recovery 
response. 


Robins, James A. 


Organization as Strategy: Restructuring Production 
in the Film Industry 


Vol. 14, Special Issue, Summer 1993, 103-118 


Few changes in the structure of firms have attracted 
as much attention during the last decade as the 
movement away from integrated production and 
toward cooperative relations among independent 
organizations. Despite recent emphasis on these 
strategies of disaggregation and network 
organization, little quantitative research exists on 
the impact of this type of reorganization on 
economic performance at least in part due to 
the difficulty of obtaining appropriate data. The 
economic impact of disaggregation is examined in 





this paper using data on film production in the 
period after World War II. 


Robinson, William T., Claes Fornell and Mary 
Sullivan 


Are Market Pioneers Intrinsically Stronger than 
Later Entrants? 


Vol. 13, No. 8, November 1992, 609-624 


Are market pioneers more successful because they 
started with superior skills and resources? The 
absolute pioneer advantage hypothesis is that 
because market pioneering is desirable, firms with 
superior skills and resources naturally choose to 
pioneer new markets. The comparative advantage 
hypothesis is that market evolution changes success 
requirements. Market pioneer skills and resources 
differ from, but are not superior to later entrants. 
Empirical results across 171 diversification entrants 
tend to support the comparative advantage hypoth- 
esis. Skill and resource profiles are provided for 
market pioneers, early followers, and late entrants. 


Roth, Kendall and David A. Ricks 
Goal Configuration in a Global Industry Context 
Vol. 15, No. 2, February 1994, 103-120 


This study analyzes the goal configuration of 126 
firms, based in Japan, U.K and U.S., competing 
in global industries. The results indicate that firm 
nationality and internationalization do not affect 
the firm’s goal configuration. The breadth of the 
firm’s reward system was found to be related 
positively to a dispersed goal configuration and, 
within global and multifocal industry segments, a 
congruence between goal configuration and industry 
position was found to be associated positively with 
performance. 


Rumelt, Richard P. 
How Much Does Industry Matter? 
Vol. 12, No. 3, March 1991, 167-185 


This study partitions the total variance in rate of 
return among FTC Line of Business reporting units 
into industry factors (whatever their nature), time 
factors, factors associated with the corporate parent, 
and business-specific factors. Whereas Schmalensee 
(1985) reported that industry factors were the 
strongest, corporate and market share effects being 
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extremely weak, this study distinguishes between 
stable and fluctuating effects and reaches markedly 
different conclusions. The data reveal negligible 
corporate effects, small stable industry effects, and 
very large stable business-unit effects. These results 
imply that the most important sources of economic 
rents are business-specific; industry membership is 
a much less important source and corporate 
parentage is quite unimportant. 


Rumelt, Richard P., Dan Schendel and David J. 
Teece 


Strategic Management and Economics 
Vol. 12, Special Issue, Winter 1991, 5-29 


This essay examines the relationship between 
strategic management and economics. It introduces 
the special issue on this same topic by providing a 
guide to the eight papers contained in the special 
issue, and it offers the guest editors’ viewpoints on 
the contributions of each discipline to the other. 
The essay notes the major contribution from 
economics has been primarily from the industrial 
organization literature, with promises of important 
gains to be made from the new economics as it 
breaks away from the neoclassical theory of the 


firm. Contributions from strategic management to 
economics are noted. Areas for further research 
utilizing the relationship between strategic manage- 
ment and economics are also indicated. 


Russo, Michael V. 


Power Plays: Regulation, Diversification, and Back- 
ward Integration in the Electric Utility Industry 


Vol. 13, No. 1, January 1992, 13-27 


This paper explores how regulatory oversight 
influences strategic management. Predictions of the 
extent to which a firm diversifies and integrates 
upstream based on transaction-cost economics are 
developed and then tested among 49 American 
electric utilities from 1976 through 1986, a period 
that witnessed increasingly hostile regulatory 
relations. The results confirm the influence of 
regulation on both diversification and backward 
integration supporting the transaction-cost view of 
these phenomena. The implications of these findings 
for the study of interorganizational relations, the 
concept of implicit contracting as a governance 
mechanism, and the pursuit of longitudinal theory- 
building are discussed. 
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Russo, Michael V. 


Bureaucracy, Economic Regulation, and the Incen- 
tive Limits of the Firm 


Vol. 13, No. 2, February 1992, 103-118 


This paper uses a transactions cost perspective 
to examine the development of organizations 
tendencies that plague the governance of unregu- 
lated subsidiaries by regulated parent companies. 
By focusing on what Williamson (1985) calls the 
incentive limits of firms, conditions that should 
exacerbate the problems facing these firms as 
they diversify are identified. Empirical testing of 
hypotheses drawn from this discussion is conducted 
using a sample of nonutility, nonregulated subsidiar- 
ies of 54 electric utilities. The analysis, using 
both linear regression and event history methods, 
confirms the connection between the characteristics 
of the regulated parent company and subsidiary 
performance. The paper concludes with a discussion 
of how further research might extend the state of 
knowledge on the topic of the economic losses of 
bureaucracy. 


Saloner, Garth 


Modeling, Game Theory, and Strategic Manage- 
ment 


Vol. 12, Special Issue, Winter 1991, 119-136 


This paper examines the potential usefulness of 
game-theoretic modeling for the development of 
theory in strategic management. It is argued that 
there is significant potential for the development 
of metaphorical models that capture the broad 
qualitative features of settings involving strategic 
interactions. The paper discusses the positive 
attributes of mathematical modeling, the nature 
and role of game-theoretic modeling, and its 
potential for contributing to empirical work and to 
providing advice to managers. 


Sawyerr, Olukemi O. 
Environmental Uncertainty and Environmental 
Scanning Activities of Nigerian Manufacturing 


Executives: A Comparative Analysis 


Vol. 14, No. 4, May 1993, 287-299 


This study investigated the relationship between 
perception of environmental uncertainty (PEU) and 
environmental scanning behavior of Chief Executive 
Officers of 47 manufacturing firms in Nigeria. The 
results indicated that perceived uncertainty in the 


environment was significantly higher for the task 
environment sectors than for the remote environ- 
ment sectors; and as perceived uncertainty increased 
in a sector of the environment, scanning frequency 
and scanning interests also increased. The results 
were compared with those of prior research in the 
area of environmental scanning. The results show 
both the economic and political legal sectors of the 
environment to be more salient for Nigerian 
manufacturing executives than for their American 
counterparts. 


Schefezyk, Michael 


Operational Performance of Airlines: An Extension 
of Traditional Measurement Paradigms 


Vol. 14, No. 4, May 1993, 301-317 


This study presents a new approach for measuring 
operational performance, an important facet of 
performance missing in the current literature con- 
cerned with international airline strategy. Inter- 
national performance assessments of airlines from 
published financial information are difficult, because 
(1) most airlines lease a substantial fraction of their 
aircraft, and (2) different accounting and taxation 
rules in various countries result in different impacts 
of leased assets on profit and balance-sheet infor- 
mation. A possible solution are nonfinancial data. 
For example, the number of available ton kilometers 
may reflect aircraft capacity more accurately than 
flight equipment depreciation. However, different 
units of measurement introduce new difficulties. 
Drawing on data from 15 airlines, this study utilizes 
Data Envelopment Analysis as a technique to 
analyze and compare operational performance of 
airlines. The study concludes with an analysis of 
strategic factors of high profitability and perform- 
ance in the airline industry. 


Schendel, Dan 


Introduction to the Summer 1990 Special Issue on 
Corporate Entrepreneurship 


Vol. 11, Special Issue, Summer 1990, 1-3 
No summary given. 


Schendel, Dan 


Introduction to the Summer 1991 Special Issue on 
Global Strategy 


Vol. 12, Speciai Issue, Summer 1991, 1-3 


No summary given. 





Schendel, Dan 


Introduction to the Summer 1992 Special Issue on 
Strategy Process Research 


Vol. 13, Special Issue, Summer 1992, 1-3 
No summary given. 
Schendel, Dan 


Introduction to the Winter 1992 Special Issue on 
Fundamental Themes in Strategy Process Research 


Vol. 13, Special Issue, Winter 1992, 1-3 
No summary given. 
Schendel, Dan 


Introduction to the Summer 1993 Special Issue on 
Corporate Restructuring 


Vol. 14, Special Issue, Summer 1993, 1-3 
No summary given. 
Schendel, Dan 


Introduction to the Summer 1994 Special Issue on 
Strategy: Search for New Paradigms 


Vol. 15, Special Issue, Summer 1994, 1-3 
No summary given. 
Schendel, Dan 


Introduction to the Winter 1994 Special Issue on 
Competitive Organizational Behavior: Toward an 
Organizationally-Based Theory of Competitive 
Advantage 


Vol. 15, Special Issue, Winter 1994, 14 
No summary given. 
Schmidt, Dennis R. and Karen L. Fowler 


Post-Acquisition Financial Performance and Execu- 
tive Compensation 


Vol. 11, No. 7, November-December 1990, 559 - 
569 


This study reports the results of an empirical 
analysis of post-acquisition financial performance 
and changes in executive compensation. A model 
of the determinants of cash compensation is 
presented and tested. Firm size, form of acquisition, 
executive motivation, and financial performance 
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are analyzed for two groups of acquiring firms. 
Results are compared to a group of non-acquiring 
firms. The financial performance measures include 
accounting and capital market data for a 4-year 
period both preceding and following acquisition 
activity. The results indicate that, on average, firms 
which engaged in a major acquisition performed 
poorly in the post-acquisition period. Top executives 
of those firms, on average, experienced significant 
increases in cash compensation. After controlling 
for size effects, financial performance related 
strongly to changes in executive compensation for 
the non-acquiring firms, but generally did not relate 
to changes in executive compensation for the 
acquiring firms. 


Schneider, Susan C. and Arnoud De Meyer 


Interpreting and Responding to Strategic Issues: 
The Impact of National Culture 


Vol. 12, No. 4, May 1991, 307-320 


Perceptions of environmental uncertainty and 
organizational control influence strategic behavior. 
As national culture influences these perceptions we 
expect to find cultural differences in interpretation 
and response to strategic issues. Given a case 
describing an issue concerning deregulation of 
the U. S. banking industry, managers completed 
questionnaires rating interpretations and responses 
to that issue. National culture was found to influence 
interpretation and responses. In particular, Latin 
European managers when compared with other 
managers were more likely to interpret the issue 
as a crisis and as a threat. Latin Europeans were 
also more likely to recommend proactive behavior. 
This study indicates that different cultures are likely 
to interpret and respond to the same strategic issue 
in different ways. These differences may help to 
explain and predict different responses of European 
countries to 1992. 


Schoemaker, Paul J. H. 


Multiple Scenario Development: Its Conceptual 
and Behavioral Foundation 


Vol. 14, No. 3, March 1993, 193-213 


This paper examines the multiple scenario approach 
as an important corporate innovation in strategic 
planning. Using a participant/observer perspective, 
I examine how scenario planning tries to meet certain 
methodological, organizational and psychological 
challenges facing today’s senior managers. The 
prime characteristics are identified as setting the 
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scenario approach apart from more traditional 
planning tools: (1) the script or narrative approach, 
(2) uncertainty across rather than within models, 
and (3) the decomposition of a complex future into 
discrete states. After exploring the intellectual roots 
of scenario planning, I examine such organizational 
aspects as the need for diversity of views and the 
importance of simplicity and manageability. Both 
benefits and obstacles to using scenarios in organiza- 
tions are identified. Cognitive biases are examined 
as well, especially the well-known biases of overcon- 
fidence and the conjunction fallacy. Two exper- 
iments test the impact of scenarios on people’s 
subjective confidence ranges. Another two exper- 
iments test the internal coherence of subjects’ 
beliefs. The psychological benefit of scenario plan- 
ning appears to lie in the exploitation of one set 
of biases (e.g., conjunction fallacies) to counteract 
another (such as overconfidence) 


Schreuder, Hein, Patrick Van Cayseele, Patrick 
Jaspers and Bert De Graaff 


Successful Bear-Fighting Strategies 
Vol. 12, No. 7, October 1991, 523-534 


This paper explores the factors involved in determin- 
ing the differential performance of firms in bear 
markets. Bear markets are identified at the industry 
level by employing the criterion of a 20 percent 
drop of the industrial value added index over a 
period of at least 3 years. Twenty-one matched 
pairs of Dutch firms which have experienced 
such bear markets (one successful, the other 
unsuccessful), are analyzed. The dominant finding 
is that successful firms follow market-oriented 
strategies, whereas their unsuccessful counterparts 
are distinguished by their focus on costs. Success, 
however, is a multifaceted phenomenon. Differences 
in initial conditions, in other types of strategic 
measures, in energy levels and in timing are also 
involved. The findings are related to the literature 
on decline, failure, turnaround and transformation. 


Schroeder, Dean M. 


A Dynamic Perspective on the Impact of Process 
Innovation upon Competitive Strategies 


Vol. 11, No. 1, January 1990, 25-41 


The paper lays the foundation for building a 
dynamic theory of the impact of process innovation 
upon competitive strategies. An innovation is 


tracked over two and a half decades to observe 
changing patterns in competition resulting from 
ongoing innovation development, emerging comp- 
lementary technologies, and expanding use. The 
study finds that the innovation created competitive 
opportunities and threats for both firms that adopted 
it and those that did not. 


Schwalbach, Joachim 


Profitability and Market Share: A Reflection on 
the Functional Relationship 


Vol. 12, No. 4, May 1991, 299-306 


The paper analyzes the functional relationship 
between profitability and market share for type of 
businesses in the PIMS data base. Although a 
linear relationship has been imposed in other 
studies, our result shows that empirically it seems 
a poor representation of the data. In addition, 
three observations seem to be most evident. First, 
small-share businesses were not per se less successful 
than larger business units. In the service market 
and the market for raw or semi-finished materials 
small-share businesses were just as profitable or 
even more profitable than larger business units. 
Second, some businesses were stuck in the middle, 
which was most evident in the service market but 
also in the retail and wholesale markets. Third, very 
large-share businesses were often less profitable. A 
critical market share was identified as between 65 
and 70 percent. Beyond that level the ROI 
decreased. 


Seth, Anju 


Value Creation in Acquisitions: A Re-examination 
of Performance Issues 


Vol. 11, No. 2, February 1990, 99-115 


This study provides a conceptual framework and 
an empirical methodology to assess the extent of 
value creation in acquisitions. Arguments are 
presented to examine why related acquisitions might 
not outperform unrelated acquisitions on average. 
Few measures of value creation are developed 
which resolve the difficulties with measures used 
by earlier researchers. In addition, the influence of 
the classification scheme used to identify acquisition 
types, and the impact of the relative size of the 
target to the bidder, on the measurement of the 
extent of value creation, is examined. The empirical 
results indicate that value is created in both 
unrelated and related acquisitions. Further, the data 





do not appear to indicate that related acquisitions 
create more value than unrelated acquisitions on 
average. 


Seth, Anju 


Sources of Value Creation in Acquisitions: An 
Empirical Investigation 


Vol. 11, No. 6, October 1990, 431-446 


This study provides a conceptual framework and 
an empirical methodology to assess the relative 
importance of different sources of value creation 
in acquisitions. The empirical results indicate that 
value creation in related acquisitions is associated 
with economic efficiencies hypothesized to arise 
both from economies of scale and scope and from 
operating efficiencies, and with market power. In 
unrelated acquisitions, where such efficiencies are 
not expected to be present, value creation occurs 
nevertheless, and is associated with the coinsurance 
effect. Finally, it is shown that financial diversifi- 
cation effects do not play a role in value creation 
in either type of acquisition. 


Seth, Anju and John Easterwood 


Strategic Redirection in Large Management Buy- 
outs: The Evidence from Post-Buyout Restructuring 
Activity 


Vol. 14, No. 4, May 1993, 251-273 


This study examines the nature of post-transaction 
restructuring activities for 32 large U.S. corporations 
that underwent management buyouts between 
1983-89. This study (i) provides evidence on the 
extent and type of divestment and acquisition 
activities under private ownership; (ii) documents 
the outcomes associated with MBOs and the 
longevity of the buyout organization; and (iii) 
investigates the claim that buyouts are primarily 
mechanisms for breaking up public corporations 
and selling the pieces to related acquirers. The 
balance of the evidence indicates that restoring 
strategic focus is an essential function of the buyout 
for these large firms. However, the evidence also 
indicates that the buyout organization does continue 
to operate significant parts of the prebuyout firm. 
By far the majority of firms continue to meet their 
debt obligations satisfactorily during the buyout 
phase. Finally, the evidence indicates that asset 
sales to related acquirers derive more from efficiency 
considerations than market power. 
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Seth, Anju and George Zinkha: 
Strategy and the Research Process: A Comment 
Vol. 12, No. 1, January 1991, 75-82 


The purpose of this paper is to expand the discussion 
of the state-of-the-science in strategy research. We 
critically examine the role that theory plays in 
Strategic research, and describe the principles 
underlying good theory. From a philosophy of 
science perspective, we argue that: (1) both inductive 
and deductive methods are valid ways of generating 
theory; (2) the falsificationist perspective provides 
an inadequate model for describing the process of 
theory testing; and (3) managers, researchers, public 
policy-makers, the popular press, and the public at 
large all have important roles to play in the 
knowledge development process. 


Shan, Weijan 


An Empirical Analysis of Organizational Strategies 
by Entrepreneurial High-Technology Firms 


Vol. 11, No. 2, February 1990, 129-139 


Many start-up, high-technology firms commercialize 
an emerging technology through cooperative 
arrangements. This paper empirically investigates 
the determinants of entrepreneurial high-technology 
firms to form cooperative relationships. The statisti- 
cal results on data drawn from the commercialization 
of the new biotechnology show that the propensity 
to cooperate is positively correlated with the 
distance of firms’ competitive position in relation 
to their rivals. The follower is more likely to 
seek cooperative relationships than the leader 
in commercializing new products. However, the 
competitive pressure impacts firms in different 
ways, depending on their internal capabilities to 
commercialize a new product. We found that firm 
size is negatively correlated with the use of 
cooperative arrangements. The study also found 
that the organizational mode of cooperative arrange- 
ments is predominantly selected by the high-tech 
start-up firm in commercializing their new products 
in foreign markets. 


Shan, Weijan and William Hamilton 


Country-Specific Advantage and _ International 
Cooperation 


Vol. 12, No. 6, September 1991, 419-432 
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This paper tests the hypothesis that country-specific 
advantage embedded in firms of a particular 
nationality is a motivation for international interfirm 
cooperation. A sample of domestic and international 
cooperative relationships formed by Japanese firms 
in the commercialization of biotechnology is used 
to identify factors which differentiate domestic 
from foreign partners. The findings support our 
hypothesis that country-specific advantage is a 
significant variable in explaining differences between 
cooperative relationships with partners of different 
countries. The results of this study indicate that 
interfirm cooperation has implications for the 
international competitiveness of both firms and 
nations in high technology industries. 


Shan, Weijan, Gordon Walker and Bruce Kogut 


Interfirm Cooperation and Startup Innovation in 
the Biotechnology Industry 


Vol. 15, No. 5, June 1994, 387-394 


This paper examines the association between 
interfirm cooperation and the innovation output of 
startup firms in the biotechnology industry. A 
reciprocal association is hypothesized. The results, 
however, show only that cooperation affects inno- 
vation. Several control variables are related to 
cooperation and innovation, especially the startup’s 
position in the cooperative network. 


Shane, Scott 


The Effect of National Culture on the Choice 
between Licensing and Direct Foreign Investment 


Vol. 15, No. 8, October 1994, 627-642 


This paper argues that national differences in levels 
of trust impact perceptions of transactions costs 
and thereby influence the desirability of internaliz- 
ation and the choice of foreign market entry mode. 
The paper tests this framework on industry level data 
from the United States Commerce Department’s 
Benchmark Survey of operations of U.S. based 
manufacturing multinational corporations in 1977 
and 1982, and shows that cultural differences in 
trust do influence perceptions of transaction costs 
and the preference for direct foreign investment 
across countries. 


Shanley, Mark T. and Mary E. Correa 


Agreement between Top Management Teams and 
Expectations for Post-acquisition Performance 


Vol. 13, No. 4, May 1992, 245-266 


This paper addresses theoretical gaps in the relation- 
ships among decision maker agreement, social 
context, and performance. Agreement is considered 
a multidimensional construct that is embedded in 
a social context of intergroup relationships. Four 
dimensions of agreement are specified: (1) perceived 
agreement, (2) actual agreement, (3) accuracy, 
and (4) agreement with one’s own organization. 
Understood this way, agreement is associated with 
success expectations. Empirical tests of hypotheses 
derived from this view are based on data concerning 
agreement on acquisition goals by the top manage- 
ment teams from two hospitals in the year following 
an acquisition. Results support a multidimensional 
view of agreement, the importance of the intergroup 
context, and the association of agreement and 
expectations for success. 


Shleifer, Andrei and Robert W. Vishny 


Takeovers in the 60s and the ’80s: Evidence and 
Implications 


Vol. 12, Special Issue, Winter 1991, 51-59 


This paper reviews the evidence on takeover waves 
of the 1960s and 1980s, and discusses the implications 
of this evidence for corporate strategy, agency 
theory, capital market efficiency, and antitrust 
policy. We conclude that antitrust policy played an 
important role in the two takeover waves, and that 
the wave of the ’60s presents a problem for efficient 
capital markets. 


Simmonds, Paul G. 


The Combined Diversification Breadth and Mode 
Dimensions and the Performance of Large Diversi- 
fied Firms 


Vol. 11, No. 5, September 1990, 399-410 


This paper examines the impact of the symbiotic 
relationship between diversification breadth and 
mode on firm performance. Seventy-three Fortune 
500 firms were classified by diversification breadth 
(related/unrelated) and mode (internal/external) 
and their performance during the period 1975-84 
analyzed on four financial performance measures. 
The two related categories (related-internal/related- 
external) were generally higher performers than 
the two unrelated categories (unrelated-internal/ 
unrelated-external) as hypothesized, but the 
differences were not significant on most performance 





measures. The unrelated-external category appears 
to be the worst performer, which presents a dilemma 
since this strategy has dominated the conglomerate 
movement. 


Simon, Herbert A. 
Strategy and Organizational Evolution 
Vol. 14, Special Issue, Winter 1993, 131-142 


A business firm’s niche or comparative advantage 
typically has a half-life of years rather than decades. 
Strategic planning must assure a stream of new 
ideas that allow the firm to find new sources of 
comparative advantage. Strategic planning must 
focus attention on the initial stages of the decision- 
making processes - opportunities and occasions for 
choice, and the design of new action strategies 
for products, marketing, and financing. Product 
identification and alternative generation are crucial 
components of strategy. Strategic thinking must 
permeate the entire organization. Effective identifi- 
cation of employees with the organization’s strategy 
requires their exposure to the basic postulates that 
underlie strategic plans. 


Simons, Robert 


Strategic Orientation and Top Management Atten- 
tion to Control Systems 


Vol. 12, No. 1, January 1991, 49-62 


Management control systems are viewed typically 
as management-by-exception tools for implementing 
intended strategies. This study provides a different 
perspective by focusing on the way that top 
managers use specific control systems to focus 
organizational attention on strategic uncertainties 
and thereby guide the development of new strategic 
initiatives. Analysis of field-based data from 30 
businesses in the U.S. health care products industry 
is used to develop a model and propositions 
that distinguish between interactive and diagnostic 
control systems, and illustrate the selective use of 
these systems in different strategic contexts. 


Simons, Robert 


How New Top Managers Use Control Systems as 
Levers of Strategic Renewal 


Vol. 15, No. 3, March 1994, 169-189 


This research is a longitudinal study of 10 newly- 
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appointed top managers; the research focuses on 
understanding (1) their business vision and strategy 
and (2) how they use formal control systems as 
levers of strategic change and renewal. The results 
reported in the paper are based on data collected 
over a period of approximately 18 months following 
the appointment of each new manager. Analysis of 
the data suggests that control systems are important 
levers used to manage both evolutionary and 
revolutionary change. In situations of strategic 
change, control systems are used by top managers 
to formalize beliefs, set boundaries on acceptable 
strategic behavior, define and measure critical 
performance variables, and motivate debate and 
discussion about strategic uncertainties. In addition 
to traditional measuring and monitoring functions, 
control systems are used by top managers to 
overcome organizational inertia; communicate new 
strategic agendas; establish implementation time- 
tables and targets; and ensure continuing attention 
to new strategic initiatives. 


Singer, Alan E. 
Strategy as Moral Philosophy 
Vol. 14, No. 3, March 1994, 191-213 


A conceptual framework of Strategy as Moral 
Philosophy is developed, with the corporation cast 
as a Moral Agent. This framework represents a 
counterpart, at the level of strategic management, 
to an emerging integration of economics with ethics 
at the aggregate level. Several implications are 
traced out for strategic management theories, 
practices, problems and pedagogy. 


Singh, Harbir 


Management Buyouts: Distinguishing Character- 
istics and Operating Changes Prior to Public 
Offering 


Vol. 11, Special Issue, Summer 1990, 111-129 


This is a two-part study of management buyouts. 
In the first part we identify characteristics of firms 
bought out by their management by contrasting a 
sample of 65 firms which went private between 
1980 and 1987 with an_ industry-matched 
comparison group of 130 firms. Firms which go 
private, when compared with others in their 
industries, tend to have higher levels of cash flow 
as a percentage of sales, have lower levels of 
receivables to sales, and have a significantly higher 
incidence of takeover speculation prior to the 
buyout. In the second part of the study we find that 
privately held firms, in the 3 years preceding the 
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public offering, grow faster in revenues than their 
corresponding industry averages, while maintaining 
a better performance than industry norms in 
inventory management, in accounts receivable, and 
in operating income. In particular, private firms 
originating through management buyouts of 
divisions (of publicly held corporations) exhibit 
substantially higher growth rates than their industry 
averages, while still maintaining the same levels of 
operating income. These findings collectively suggest 
heightened performance after management buyout, 
which may be attributable to the changed governance 
structure of the firm. 


Sinha, Deepak K. 
The Contribution of Formal Planning to Decisions 
Vol. 11, No. 6, October 1990, 479-492 


This paper presents results from a study of the 
contribution of formal strategic planning to 1087 
decisions made by 129 of the Fortune 500 companies 
during the years 1982-86. Multivariate analysis of 
covariance revealed that the characteristics of 
decisions account for over 15 percent of the variance 
in data and should therefore be regarded as 
important determinants of the contribution planning 
makes to decision-making. The planning systems 
studied contributed more to decisions that were 
considered important and risky, and also to those 
that were either global in nature or related to 
divestments. 


Slatter, Stuart St. P. 


Strategic Marketing Variables under Conditions of 
Competitive Bidding 


Vol. 11, No. 4, May-June 1990, 309-317 


Firms that obtain orders through frequent competi- 
tive bidding often fail to realize that the analysis 
required for making strategic marketing decisions 
is quite different from that for firms where 
competitive bidding is absent. This article presents 
a conceptual framework, the bidding pyramid, for 
understanding the interrelationships between the 
six major internal variables that management should 
adjust if optimal performance is to be achieved. 
The framework has been derived as the result of 
research undertaken in the U.K. construction industry. 


Smothers, Norman P. 


Patterns of Japanese Strategy: Strategic Combi- 
nations of Strategies 


Vol. 11, No. 7, November-December 1990, 521-533 


Japan’s miracle is an ongoing, evolving one. Along 
with the explosive rise of Japan’ economic fortunes 
the number of theories about the business strategy 
of Japan’s most successful firms, her Kaisha is also 
exploding. The focus here is not on individual 
building block strategic patterns but on: (1) linkages 
between the patterns, and (2) how (and why) some 
patterns may be combined to create even greater 
advantage. At the level of the firm a few basic 
themes are discussed and roughly modeled as a 
sequence, a pattern of patterns. It is argued that 
(in retrospect) several patterns of Japanese strategy 
have been (to differing degrees in different firms) 
parts of a larger, synergistic, internally logical, and 
powerful synthesis. The point is that additional 
strategic advantages can emerge for firms which 
think about how to link together strategic patterns. 
Evidence is offered illustrating these arguments and 
demonstrating one way Japanese patterns combine 
to form an integrated strategy. 


Starr, Jennifer A. and Ian C. MacMillan 


Resource Co-optation via Social Contracting: 
Resource Acquisition Strategies for New Ventures 


Vol. 11, Special Issue, Summer 1990, 79-92 


This paper examines the role of social contracting 
strategies by independent and _ corporate 
entrepreneurs in acquiring resources for new ven- 
tures. Venture managers in both independent start- 
ups and corporate ventures use social contracting 
aS a means to resource co-optation - an approach 
to resource acquisition which is especially suited to 
the particular constraints of new ventures. The 
analysis highlights potential obstacles to social 
contracting strategies for the corporate entrepreneur 
and presents a set of formal testable propositions 
which emerge from this perspective. 


Stevenson, Howard H. and J. Carlos Jarillo 


A Paradigm of Entrepreneurship: Entrepreneurial 
Management 


Vol. 11, Special Issue, Summer 1990, 17-27 


Corporate entrepreneurship seems to many 
entrepreneurship scholars a contradiction in terms. 
This paper represents an attempt to bridge that 
gap. This is done by, first, reviewing the literature 
on entrepreneurship, trying to summarize it in a few 
major themes. Second, a view of entrepreneurship is 
proposed that facilitates the application of the 





previous finding to the field of corporate 
entrepreneurship. Finally, a series of propositions 
are developed as instances of the kind of research 
that can be pursued by following the proposed 
approach. 


Stiles, Curt H. 


The Influence of Secondary Production on Industry 
Definition in the Extended Vertical Market Model 


Vol. 13, No. 3, March 1992, 171-187 


Secondary production is defined and its role in the 
estimation of an extended vertical mark model is 
examined. Two impacts on the subject industry are 
identified, called primary product dominance and 
primary product focus. A simultaneous equations 
model consisting of a profit equation and two 
secondary production equations is estimated using 
data from the interindustry transactions accounts. 
The profit equation captures the impact on industry 
profit of secondary production and of extended 
market structure. The dominance equation captures 
the relationship between secondary production and 
industry profit and scale production. The focus 
equation captures the relationship between second- 
ary production and industry profit and excess 
capacity. The model is estimated for all industries 
and the common specification is then applied to 
industries grouped by type. 


St. John, Caron H. and Leslie W. Rue 


Coordinating Mechanisms, Consensus between Mar- 
keting and Manufacturing Groups, and Marketplace 
Performance 


Vol. 12, No. 7, October 1991, 549-555 


This exploratory study investigated the relationship 
among use of various co-ordinating mechanisms, 
degree of consensus between marketing and manu- 
facturing groups, and marketplace performance 
reputation. Consensus between marketing and 
manufacturing groups on key competitive strengths, 
company goals and implementation actions was 
measured in 15 firms in the carpet industry. Those 
firms which made more frequent use of planning 
techniques (formal forecasting procedures manage- 
ment-by-objectives linked to performance appraisal, 
and a written strategic plan) experienced higher 
levels of interdepartmental consensus. Consensus 
between departments was strongly related to market- 
place performance reputation. 
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Stopford, John M. and Charles W.F. Baden-Fuller 


Creating Corporate Entrepreneurship 


Vol. 15, No. 7, September 1994, 521-536 


This paper demonstrates how the various types of 
corporate entrepreneurship - individual managers 
business renewal and Schumpeterian, or industry, 
leadership - share five bundles of attributes. Each 
type can exist in one firm, though at different times 
as the common attributes change their role and 
relative importance. External and internal triggers 
for change are examined for a sample of 10 firms 
in 4 European industries. The data suggest a 
provocative conclusion: troubled firms in hostile 
environments can shed past behavior, adopt policies 
fostering entrepreneurship and accumulate innov- 
ative resource bundles that provide a platform on 
which industry leadership can be built. 


Tallman, Stephen B. 


Strategic Management Models and Resource-Based 
Strategies among MNEs in a Host Market 


Vol. 12, Special Issue, Summer 1991, 69-82 


This article develops a resource-based strategic 
management model of MNE market entry. Strategic 
groups of firms in the U.S. foreign auto industry 
are derived empirically and tested for their ability 
to explain structural and performance results in 
one industry and one host country under the 
assumptions of the model. 


Tan, J. Justin and Robert J. Litschert 


Environment-Strategy Relationship and Its Perform- 
ance Implications: An Empirical Study of the 
Chinese Electronics Industry 


Vol. 15, No. 1, January 1994, 1-20 


This study examined the strategy environment- 
performance paradigm in a centrally planned econ- 
omy (People’s Republic of China) in transition to 
a more market-driven economy. Based on a survey 
of top Chinese managers in the electronics industry, 
it was found that during this course of transform- 
ation, firms exhibited distinctive strategies despite 
a long tradition of central planning and these 
strategies were significantly related to perceived 
environmental uncertainty. Specifically managers 
perceptions of increased environmental uncertainty 
were found to be negatively related to proactive 
strategies and positively related to defensive 
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strategies. Defensive strategies were also linked to 
higher performance. 


Teplensky, Jill D., John R. Kimberly, Alan L. 
Hillman, and J. Sanford Schwartz 


Scope, Timing and Strategic Adjustment in Emerg- 
ing Markets: Manufacturer Strategies and the Case 
of MRI 


Vol. 14, No. 7, October 1993, 505-527 


This study examines the realized strategies of 
all domestic manufacturers in a growing, high 
technology, industrial market characterized by high 
levels of regulatory demand and _ technological 
uncertainty. These manufacturers have behaved 
quite differently and experienced varying levels of 
success in the market. A typology of entry strategies 
grounded in an intensive analysis of these data is 
presented. Specifically, it addresses the timing and 
scope of a firm’s entry into the market, strategic 
adjustment over time, and the impact of these 
decisions on the firm’s performance. It is proposed 
that these strategies represent trade-offs between 
the risks of resource commitment and competitive 
preemption. Specific, testable hypotheses based on 
this typology are also provided. 


Thomas, Anisya S., Robert J. Litschert and Kannan 
Ramaswamy 


The Performance Impact of Strategy - Manager 
Coalignment: An Empiricial Examination 


Vol. 12, No. 7, 1991, 509-522 


This paper develops a theoretical model that 
explains the impact of the fit between top executive 
characteristics and strategic orientation on organiza- 
tional performance. Using the Miles and Snow 
typology as an integrative framework, the central 
propositions of the model were evaluated. The 
results of the empirical examination provided 
significant support for the administrative dimension, 
an aspect of the typology that has been largely 
overlooked thus far. Further, it was found that 
firms achieving a greater degree of alignment 
between their strategy and the profiles of top 
managers, generally realized superior performance 
outcomes. 


Trautwein, Friedrich 


Merger Motives and Merger Prescriptions 


Vol. 11, No. 4, 1990, 283-295 


The article surveys theories of merger motives and 
relates them to prescriptions for merger strategies. 
The theories of merger motives can be classified 
into seven groups. Those theories arguing with 
private information, managerial empire-building or 
process influences are better supported by evidence 
than those tracing mergers back to efficiency gains 
or monopoly power. The explanations of mergers 
in terms of raider activities or macroeconomic 
disturbances carry the least plausibility. Strategy 
authors have discussed mergers with respect to the 
choice of acquisition mode, entry mode, and 
integration mode. The prescriptions on all three 
topics are dominated by the efficiency theory of 
mergers. For this reason they are dangerous guides 
for participants in merger processes. On the 
other hand they provide an efficient language for 
communicating one’s position. The research in 
merger motives should be redirected from the 
efficiency theory to explanations that build on 
decision processes, conflicting goals, and ambiguous 
private information. 


Turnbull, Peter, Nick Oliver and Barry Wilkinson 


Buyer-Supplier Relations in the U.K. Automotive 
Industry: Strategic Implications of the Japanese 
Manufacturing Model 


Vol. 13, No. 2, February 1992, 159-168 


This paper documents the adoption of the Japanese 
model of manufacturing in the U.K. motor industry. 
Internal developments by the vehicle assemblers 
and their suppliers are examined. It is argued that 
the Japanese model involves very high intra- and 
interorganizational dependencies. Although this 
does not cause problems in Japan due to the 
structure of the Japanese motor industry, the 
structure of the U.K. vehicle industry presents 
severe obstacles to the successful use of Japanese 
methods. Pursuit of the pure Japanese model within 
the existing industry structure appears to be fraught 
with problems. Moreover, such an exercise risks 
sweeping away potential strengths of the existing 
structure. 


‘Van De Ven, Andrew H. 


Suggestions for Studying Strategy Process: A 
Research Note 


Vol. 13, Special Issue, Summer 1992, 169-188 





This paper makes three suggestions to researchers 
for studying strategy process. First, define the 
meaning of process. Process is often used in three 
ways in the literature: (1) a logic used to explain a 
causal relationship in a variance theory, (2) a 
category of concepts that refer to actions of 
individuals or organizations, and (3) a sequence of 
events that describe how things change over time. 
The second suggestion is to clarify the theory 
of process. An interdisciplinary literature review 
identifies four types of theories of process that can 
be drawn upon: life cycle, teleology, dialectics, and 
evolution. The third suggestion is to design research 
to observe strategy process in such a way that is 
consistent with one’s definition and theory of 
process. 


Venkatraman, N. and John E. Prescott 


Environment-Strategy Coalignment: An Empirical 
Test of its Performance Implications 


Vol. 11, No. 1, January 1990, 1-23 


The positive performance impact of a coalignment 
between the environment and strategy of a business 
is an important theoretical proposition in strategic 
management. In spite of its importance and intuitive 
appeal, the extent of empirical support is equivocal 
and riddled with problems of conceptualizing 
and testing for coalignment. This paper evaluates 
alternate approaches to testing such a proposition 
and argues in favor of specifying coalignment as 
profile deviation, which states that coalignment is 
the degree to which strategic resource deployments 
adhere to an ideal profile for a given environment. 
Subsequently, this proposition is tested across two 
time periods, and eight distinct environments in 
two different samples drawn from the PIMS data 
base. Results, which were generally robust across 
the two periods, strongly support the proposition 
of a positive performance impact of environment- 
strategy coalignment. Implications and research 
directions are developed. 


Von Krogh, Georg, Johan Roos, and Ken Slocum 
An Essay on Corporate Epistemology 

Vol. 15, Special Issue, Summer 1994, 53-71 

The objective of this essay is to contribute to 
a new perspective of strategic management by 
developing a new theory of organizational knowl- 


edge. The article focuses on how managers can 
understand and guide knowledge development 
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processes in organizations. Our epistemology broad- 
ens strategic management to also include the 
advancement activities of the organization. In 
addition to discussing development of organizational 
knowledge, the essay also emphasizes fundamental 
consequences for research methodology. 


Walsh, James P. and John W. Ellwood 


Mergers, Acquisitions, and the Pruning of Mana- 
gerial Deadwood 


Vol. 12, No. 3, March 1991, 201-217 


This research investigates the role that mergers 
and acquisitions may play in the disciplining of 
entrenched and inefficient managers. The relation- 
ship between a company’s performance history and 
its subsequent top management turnover is assessed 
for a sample of target companies, their parents, 
and a control group of companies not involved in 
merger and acquisition activity. The results reveal 
that target company top management turnover is 
higher than normal in the 2 years immediately 
following a merger or acquisition, but there is 
no relationship between previous target company 
performance and its subsequent top management 
turnover. Further analyses indicate that first-year 
target company turnover rates are associated with 
a history of relatively poor parent company perform- 
ance, while second-year turnover rates are associated 
with a history of relatively good parent company 
performance. 


Walter, Gordon A. and Jay B. Barney 


Management Objectives in Mergers and Acqui- 
sitions 


Vol. 11, No. 1, January 1990, 79-86 


A taxonomy of managerial goals in mergers and 
acquisitions is developed through a cluster -analysis 
of data from interviews with merger and acquisition 
practitioners. These clusters of objectives overlap 
with some objectives cited for mergers and acqui- 
sitions in the academic literature, but the correspon- 
dence is not complete. Further analysis shows that 
different types of mergers and acquisitions are 
characterized by different managerial objectives. 
The implications of this research for the development 
of a contingency model of the relationship between 
managerial objectives and mergers and acquisitions 
are discussed. 
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Westley, Frances R. 


Middie Managers and Strategy: Microdynamics of 
Inclusion 


Vol. 11, No. 5, September 1990, 337-351 


This paper examines the role of middle management 
in strategic processes in bureaucratic organizations. 
There is evidence of extensive dissatisfaction among 
middle managers, who often perceive that they are 
excluded from strategic processes. This exclusion is 
de-energizing, inefficient, and in the end, expensive. 
Although an element of exclusion is probably 
inevitable, the extent to which it occurs varies across 
organizations. This suggests that both exclusion and 
its consequences can be alleviated. An application 
of microsociological theory to this problem focuses 
attention on discrete communications about strategic 
generalities between superior and subordinate. This 
paper argues that middle managers may either be 
excluded or included in such strategic conversations, 
but inclusion does not guarantee satisfaction. When 
included they may emerge energized or de-energized 
around strategic issues, depending on several 
important factors. Finally, the paper discusses the 
implications of these dynamics for more macro 
level processes, in particular, strategy as allocation 
of resources and strategy as interpretative schema. 
A set of propositions as to the likelihood of 
increasing or decreasing feelings of inclusion and 
motivation, and of sustaining such feelings over 
time, concludes this discussion. 


Wiersema, Margarethe F. and Karen A. Bantel 


Top Management Team Turnover as an Adaptation 
Mechanism: The Role of the Environment 


Vol. 14, No. 7, October 1993, 485-504 


Based on an organizational adaptation framework, 
this study examines the influence of three environ- 
mental dimensions - munificence, stability, and 
complexity on top management team turnover. In 
addition to investigating the direct influence of 
these environmental dimensions, indirect effects 
through firm performance and strategic change are 
also examined; the indirect effect of environmental 
complexity through demographic heterogeneity is 
also studied. Path analysis indicates that the direct 
effects of the three environmental dimensions 
predominate. Indirect effects were non-significant 
except for the effect of instability and munificence 
through strategic change. By expanding the team 
turnover context to include environmental and 


strategic dimensions, in addition to previously 
examined performance and heterogeneity factors, 
this study enhances our understanding of managerial 
turnover as a form of organizational adaptation. 


Williamson, Oliver E. 


Strategizing, Economizing, and Economic Organiza- 
tion 


Vol. 12, Special Issue, Winter 1991, 75-94 


This article argues that strategy, like charity, begins 
at home. Specifically, economy is the best strategy. 
That is not to say that strategizing efforts to deter 
or defeat rivals with clever ploys and positioning 
are unimportant. In the long run, however, the 
best strategy is to organize and operate efficiently. 


Wiseman, Robert M. and Philip Bromiley 


Risk-Return Associations: Paradox or Artifact? An 
Empirically Tested Explanation 


Vol. 12, No. 3, March 1991, 231-241 


This study tests Fiegenbaum and Thomas’s sugges- 
tion that Bowman’s risk-return paradox may be 
due to measuring risk by variance in data that have 
trends. Results indicate that trends in ROA and 
ROE cannot explain the pattern of risk-return 
associations found in previous research. 


Woo, Carolyn Y., Gary E. Willard and Urs S. 
Daellenbach 


Spin-off Performance: A Case of Overstated Expec- 
tations 


Vol. 13, No. 6, September 1992, 433-447 


While the impact of divestitures on parent firms 
has been extensively studied, little attention has 
been given to the performance of the divested 
units. Previous research has found that spin-offs 
and sell-offs were associated with significant positive 
cumulative abnormal returns. However, these stud- 
ies have not identified whether these benefits were 
expected to accrue to the divesting firm, the 
divested unit, or both. Specifically, this study 
examined the performance as autonomous firms of 
a sample of 51 voluntary spin-offs by non-financial 
firms across a 6 year period. Three accounting and 
financial market measures were tracked from 2 
years prior to divestiture through the first three 
years of independence. No change in pre- and post- 
spin-off performances was observed except for the 





decline in profitability return on assets (ROA). 
The effect of relatedness between the parent 
company and the spin-off was also examined. 
Divested units which were unrelated to their 
parents prior to spin-off reported deterioration 
in performance. Implications for divestiture and 
restructuring programs are developed. 


Wooldridge, Bill and Steven W. Floyd 


The Strategy Process, Middle Management Invoive- 
ment, and Organizational Performance 


Vol. 11, No 3, March-April 1990, 231-241 


This paper reports the results of a study investigating 
the strategic involvement of middle-level managers 
in 20 organizations. The results suggest that 
involvement in the formation of strategy is associated 
with improved organizational performance. Consen- 
sus among middle-level managers, defined as 
strategic understanding and commitment, is related 
to involvement in the strategic process but not 
to organizational performance. Implications for 
research and the management. of the strategic 
process are discussed. 


Woolridge, J. Randall and Charles C. Snow 


Stock Market Reaction to Strategic Investment 
Decisions 


Vol. 11, No. 5, September 1990, 353-363 


This study examines the stock market’s reaction 
to public announcements of corporate strategic 
investment decisions. It includes a wide variety of 
Strategic decisions: formation of joint ventures, 
research and development projects, major capital 
expenditures, and diversification into new products 
and/or markets. Three alternative hypotheses con- 
cerning the stock market’s reaction to announce- 
ments of these decisions are tested. The Shareholder 
Value Maximization hypothesis predicts a positive 
reaction to corporate investments because the stock 
market rewards managers for developing strategies 
that increase shareholder wealth. The Rational 
Expectations hypothesis predicts no stock price 
reaction because investors expect managers to 
undertake periodic investments in order to maintain 
their firms’ competitive fitness. The Institutional 
Investors hypothesis predicts a negative reaction to 
announcements of corporate investments. The U.S. 
capital markets are dominated by institutional 
investors who, in pursuit of superior quarterly 
performance, may disdain long-term investments 
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because they reduce short-term earnings. Analysis 
of 767 strategic investment decisions announced by 
248 companies in 102 industries indicates that the 
stock market’s reaction to strategic investments 
conforms most closely to the predictions of the 
Shareholder Value Maximization hypothesis. This 
overall finding holds for investments of varying size 
and duration. The implications of a positive reaction 
by the stock market to investment announcements 
are drawn for corporate strategy research and 
management practice. 


Wright, Mike, Ken Robbie, Steve Thompson and 
Ken Starkey 


Longevity and the Life-Cycle of Management Buy- 
Outs 


Vol. 15, No. 3, March 1994, 215-227 


The longevity debate about buy-outs has hitherto 
been restricted. By focusing on large highly lever- 
aged transactions, existing research has taken only 
a partial view of how long buy-outs last and the 
factors influencing longevity. This paper develops 
and tests hypotheses concerning the influences on 
buy-out longevity across the whole spectrum of 
management buy-out applications. Both quantitative 
and case study evidence from the U.K. is presented. 
A heterogeneity view of buy-outs is supported. 
Tests using quantitative data show that earlier exit 
is associated with larger buy-outs, and buy-outs 
arising on privatization from the public sector 
and from non-U.K. parents. Case study evidence 
principally supports hypotheses that earlier exit is 
associated with financing institutions being in a 
relatively stronger position than management and 
with more rapidly changing market conditions for 
the firm. 


Zahra, Shaker A. and Jeffrey G. Covin 


Business Strategy, Technology Policy and Firm 
Performance 


Vol. 14, No. 6, September 1993, 451-478 


This paper presents a study of the relationships 


among select business strategy dimensions, 
technology policy dimensions, and _ firm 
performance. The research sought to identify how 
these variables interrelate at the bivariate and 
multivariate levels. Data were collected from 103 
manufacturing-based firms representing 28 mature 
industries. Results show that technology policy 
choices vary widely across firms with different 
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business strategies, and that business strategy affects 
the strength of the relationship between firm 
performance and particular technology policies. 


Zajac, Edward J. 


CEO Selection, Succession, Compensation and 
Firm Performance: A Theoretical Integration and 
Empirical Analysis 


Vol. 11, No. 3, March-April 1990, 217-230 


This study seeks to extend and unify a set of 
research issues relating to CEO selection, suc- 
cession, compensation, and firm performance. The 
study offers a model of these issues from a combined 
agency and organizational perspective, and tests 
the model using archival data and perceptual data 
from survey responses from 118 CEOs of the largest 
U.S. corporations. The results suggest that several 
CEO issues are significant predictors of variation in 
firm performance, supporting the paper’s arguments 
for (1) a reinterpretation of the insider/outsider CEO 
distinction, (2) the relevance of CEO succession 
planning, and (3) the importance of CEOs’ percep- 
tions of the linkage between their personal wealth 
and firm wealth. 


Zajac, Edward J. and Matthew S. Kraatz 


A Diametric Forces Model of Strategic Change: 
Assessing the Antecedents and Consequences of 
Restructuring in the Higher Education Industry 


Vol. 14, Special Issue, Summer 1993, 83-102 


This study examines the environmental and organi- 
zational forces, counter-forces, and performance 
consequences of strategic restructuring in the higher 
education industry. The study proposes a diametric 
forces model to address the conflicting pressures 
for strategic change faced by these organizations, 
and uses extensive longitudinal data spanning the 
last two decades to examine the ways in which 
restructuring has been used as a successful adaptive 
response. The results suggest that, contrary to 
ecological predictions, restructuring is a predictable, 
common, and performance-enhancing response to 
changing environmental conditions. The study con- 
cludes by discussing the applicability of its findings 
for research on corporate restructuring and strategic 
change. 


Zajac, Edward J., and James D. Westphal 


The Costs and Benefits of Managerial Incentives 
and Monitoring in Large U.S. Corporations: When 
is More not Better? 


Vol. 15, Special Issue, Winter 1994, 121-142 


Recent research and public discourse on executive 
compensation and corporate governance suggests a 
growing consensus that firms can and should increase 
their control over top managers by increasing the 
use of managerial incentives and monitoring by 
boards of directors. This study departs from this 
consensus by offering an alternative perspective 
that considers not only the benefits, but also the 
costs of both incentives and monitoring in large 
corporations. The study develops and tests a 
contingency cost/benefit perspective on governance 
decisions as resource allocation decisions, proposing 
how and why the observed levels of managerial 
incentives and monitoring may vary across organiza- 
tions and across time. Specifically, the study suggests 
that: (1) firms that are more risky face greater 
costs when using incentive compensation contracts 
for top managers, thus reducing the expected level 
of incentive compensation use for such firms; 
(2) firms facing this problem of low incentive 
compensation use can realize greater benefits from 
higher levels of board monitoring, and thus are 
likely to rely more on board monitoring; and (3) 
firms with more complex corporate strategies face 
higher costs in using board monitoring, and are 
thus likely to rely less on board monitoring as a 
source of controlling top management behavior. 
The study also proposes that within this contingency 
perspective there may be diminishing behavioral 
returns to increases in monitoring and incentives. 
These hypotheses are tested using extensive longi- 
tudinal data from over 400 of the largest US. 
corporations. The supportive findings suggest that 
maximal levels of incentives and monitoring are 
not necessarily optimal, and that a firm’s strategy 
may not only have significant product/market 
implications, but also corporate governance impli- 
cations. 





McDougall, Patricia and Richard B. Robinson, Jr. 


New Venture Strategies: An Empirical Identification 
of Eight ‘Archetypes’ of Competitive Strategies for 
Entry 


Vol. 11, No. 6, October 1990, 447-467 


Previous literature on competitive strategies for 
new ventures differs significantly on the appropriate 
domain breadth for new ventures, niche versus 
aggressive coverage. While this study does not 
address normatively the appropriateness of either 
approach, it reveals eight distinct ‘archetypes’ of 
competitive strategy for entry with both niche and 
broad strategies represented. In this study 247 new 
venture CEOs from the information processing 
industry were asked to describe their venture’s 
competitive strategy for entry using twenty-six 
competitive methods. Factor and subsequent cluster 
analysis uncovered these eight different ‘archetypes’. 
(1) aggressive growth via commodity type products 
to numerous markets with small customer orders; 
(2) aggressive growth via price competitive new 
products to large customers; (3) aggressive growth 
with narrow, special products priced competitively 
to a few larger buyers; (4) controlled growth with 
broad product range to many markets and extensive 
backward integration; (5) controlled growth via 
premium priced products sold directly to consumers; 
(6) limited growth in small niches offering a superior 
product and high customer service; (7) average 
growth via steady development of new channels, 
brand/name ID, and heavy promotion; and (8) 
limited growth selling infrequently purchased pro- 
ducts to numerous markets with some forward 
integration. 
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